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“4 Central Life Insuran 
MONA” 1) 2 7 Of Illinois 
| ) Liberal General Agency Contracts offered 


To High Class Salesmen and Organizers 
Who are prepared to capitalize 
its Practical Sales Service, including: 
Profit Sharing Banker’s Plan Circularizing Campaign 
Practical Sales Course 
which attracts and equips new representatives. 





Participating and Non-Participating Policies, 
Child’s Policies from date of birth, Mortgage Coverage, 
Non-Medical, Preferred Risk Policies. 
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Dividend factors, mortality 1924-26, 34%. Ratio, assets to liabilities, 1.11%, interest earned on mean 
invested funds, 6.03%. 





Operating in twenty-two states with excellent General Agency openings in 
COLORADO MICHIGAN PENNSYLVANIA 
FLORIDA MISSOURI UTAH 
INDIANA OHIO WYOMING 
W. H. HINEBAUGH, President S. B. BRADFORD, Secretary 
W. R. WILSON, Vice-Pres. & Agency Dir. 
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CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 























Pee = We have three general agency 
ae Company openings in Minnesota as fol- 
~ lows: 
inns 
PT ohe Agency for Traverse, Grant, 
< Stevens, Bigstone, Swift, P 
A New Plan to Solve <2 a See 
An Old Probl and Douglas Counties. 
ropiem Agency for Norman, Clay, Wil- 
How to gain the confidence of new prospects is an Oth kin, Becker and Ottertail Coun- 
old problem. Oo wd ties. 
The Ohio National Life Juvenile Policy helps to ea as Agency for Freeborn, Mower, 
solve this important problem. St. Cloud, Minn. Steele, Dodge and Olmsted Coun- 
The policy is issued at birth and up to age 11 in Duluth, Minn. ties. 


amounts from $1,000 to $10,000, with premium : 
waiver in event of total disability or death of the St. Paul, Minn. Our contract reads: 


father. Litchfield, Minn. “Renewals once earned shall be 


Every father is interested in his boy or girl. The nonforfeitable and vested in you 


juvenile policy is something for his boy or girl. Superior, Wis. or your estate.” Are you offered 

He is interested. You get his confidence and he Appleton. Wi this? 

places all his life insurance with you. a wae . = 

Th ; aaa , Oshkosh, Wis. We have paid dividends to pol- 
e Juvenile Policy is only one of the many services . 

that makes it “Pay to Tie Up with the Ohio Kenosha, Wis. icyholders for seventeen consecu- 

National.” Janesville, Wis. tive years. 


We have the opportunity for the 


General Agent wanted at Dayton, Ohio.—Other Wausau, Wis. , : 
right kind of man. 


valuable territory open. 


If interested, write to the undersigned. All correspondence 


THE OHIO NATIONAL LIFE strictly confidential. 


INSURANCE COMPANY 
CINCINNATI, OHIO N. J. FREY, President 


T. W. Appleby E. E. Kirkpatrick , ‘ . 
President Sup’t. of Agents Madison, Wisconsin 
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GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
voung company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 


INDIANA— OHIO— MICHIGAN— 
South Bend Lima Calumet 
Elkhart Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 
La Porte Marietta Marquette 
Michigan City Springfield Battle Creek 

ILLINOIS— IOWA— MISSOURI— 
Peoria Waterloo Joplin 
Mt. Vernon Mason City Springfield 
Springfield Sioux City Cape Girardeau 
Murphysboro Council Bluffs Jefferson City 
Rockford Dubuque Moberly 


For further information communicate with 


A. O. Hughes, Vice-President in Charge of Agencies 


Farmers National Life Insurance Company 
OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 























ARKANSAS 


The Land of Opportunity 


For Men and Women who seek liberal 
Agency Contracts with a Progressive 
Company. 








Quad >- 


J. W. Middleton, Jr., is our Manager for 

Western Arkansas and Eastern Okla- 

homa, with present headquarters at 
Mena, Arkansas 


Sat 


Write him in confidence and let your first 
letter tell what you can do. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agencies 














Central States Life 


Insurance Company 


ST. LOUIS, MO. 








Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
KANSAS TEXAS 
MINNESOTA UTAH 
WYOMING 
o 


All Ages up to 65 
Participating and Non-Participating 
Standard and Sub-Standard 


Disability and Double Indemnity 


- Assets: $10,000,000 


INSURANCE IN Force: $90,000,000 
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“and gentlemen, every year this 
policy pays thirty-five accident 
and health claims to every 100 
policy-holders”’ 


EACHING this climax in his 
presentation he watched a new 
interest suddenly light in their eyes. 


Duty .. . obligation . . . pride... 
usefulness . . . all these had been 
brought into the interview, but even 
as he talked, he wondered how 
often before these men had been 
subjected to this thread-bare can- 
vass. 

Suddenly he swung his sales talk 
into Perfect Protection. “Thirty- 
five in every hundred living 
policy-holders receive benefits every 
year!’ A crisp idea .. . new and im- 
pelling . . . tangible . . . actual... 
convincing. 

The reaction was instantaneous 


and the deal closed a few moments 
later. 

The average man appreciates his 
obligations. He is proud of those 
near and dear to him. He realizes 
the many uses to which life insur- 
ance can be put. 

But, the insuring public is essen- 
tially selfish, for men are so con- 
stituted! 

How often your prospect has 
balked your most powerful argu- 
ments because you could not show 
how he, himself, would benefit! 

Perfect Protection Men from 
coast to coast are subject to no such 
barrier to sales efficiency. Accurate 
records maintained by the most rep- 


resentative among them over fifteen 
years, show that from 25% to 40% 
of their life insurance sales have de- 
pended solely on the powerful pull- 
ing power of the Perfect Protection 
Policy. 

This policy, originated by the 
Reliance Life, is intended for the 
discriminating buyer, entitled to his 
own convictions, who thinks of in- 
surance in terms of self benefit. 


Furthermore, the flexibility and 
adequacy of Perfect Protection 
meets every requirement of the un- 
derwriter intent on providing the 
highest and most advanced type of 
personal protection to those he 
serves. 


“Sell Perfect Protection and you'll sell more life insurance” 


Write today for the booklet, “Selling Perfect 
Protection,” which gives other important rea- 


sons for Perfect Protection popularity. 


RELIANCE LIFE 


- PITTSBURGH, PA. 
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INTEREST IN REPORT | 
TO BAR ASSOCIATION | 


| 





Insurance Committee Omits 


Agency Qualification and 
Residential Restrictions 





W. H. BENNETT PROTESTS 





National Association of Insurance 
Agents Declares That Cognizance 
Should Have Been Taken 





BUFFALO, Aug. 31—A_ proposed 
legal code to establish uniformity in the 
insurance regulatory laws of the various 
states is one important matter scheduled 
before the annual three-day 
convention the American Bar Asso- 
ciation which opened here today. The 
final draft of the proposed code, which 
has been printed in full for the 
bers, will be presented by William Bro- 
Smith, vice-president and general coun- 
of the Travelers, who is chairman 
the committee on insurance law ap- 
pointed by the Bar Association. Among 


to 


come 


of 


mem- 


sel 


ot 


other members of the committee are 
included H. M. Garwood of Baker, 
Potts & Garwood, Houston, Tex.; At- 


torney-General Jay R. Benton of Massa- 
chusetts; Alfred Hurrell, vice-president 
and general counsel of the Prudential, 
and David Rumsey, New York city at- 
torney, formerly connected with the 
Continental Fire group. 


Code Submitted for Suggestion 


Before the final draft was drawn, the 
committee carried out instructions re- 
ceived at the Denver convention of the 
Bar Association last year to submit the 
proposed code to the National Conven- 
and 


tion of Insurance Commissioners 
other interested parties, including the 
National Association of Insurance 


Agents, for suggestions and criticisms. 
\t that time Secretary-Counsel Walter 
H. Bennett of the National Association 
of Insurance Agents presented argu- 
ments to persuade the committee to in- 
clude agency qualification and resident 
agency laws in the proposed code. His 
arguments did not prevail, however. 





Wants Agency Qualification Law 


But he is present at the convention 
here in another attempt to explain to 
the drafters of the code the importance 
of including provision in the code for 
the vital questions of agency qualifica- 
tions and resident agencies. Citing that 
section ot the proposed code which is 
headed “Agent's Certificate of Author- | 
itv,” which merely provides that com- 
panies shall certify a list of names of 
agents to the commissioner who shall 
record them, thereby duly authorizing 
them as agents, Mr. Bennett contends 
that there is need of proper regulation 

supervision of insurance agents, and 

vat if there is no such need the gesture 

recording names in a commissioner's 

ok is idle and the subject might as 
well be omitted entirely. 

The committee’s conclusions on these 


} 


AGENTS LICENSE ISSUE 


SETTLED BY A RULING 


| TAGGART’S STRONG STAND 


Pennsylvania Commissioner Outlines 


the Position the State Insurance 
Department Will Follow 


HARRISBURG, PA., Aug.31— An 
agent’s license ruling as strong and 
comprehensive as that adopted in any 
other state was issued here today by 
Commissioner Matthew H. Taggart, 
who declared his intention of issuing 
such a ruling soon before the mesting of 
the Pennsylvania agents at Reading last 
week. The new ruling, which fills a 
longfelt need, as repeatedly pointed out 
by the “Pennsylvanian,” the official 
organ of the Pennsylvania Association 
of Insurance Agents, forbids the licens- 
ing of any corporation to write insur- 
ance unless the corporation is authorized 
by its charter to engage in the insurance 
business. 


Banks Are Prohibited 
Furthermore, no licenses hereafter 
will be granted individual officers or 
employes of banks. Not only is the 


bank agency question thus settled, but 
the ruling also will put an end to the 
unrestricted and indiscriminate appoint- 
ment of agents, for it provides that all 
applicants for insurance licenses will be 
required to pass written examinations 
on the fofms they intend to write, as 
well as on the state insurance laws and 
the ethics and standards of the business 
The state is divided into a number of 
sections, in each of which license exam 
inations will be conducted by members 
of the insurance department. 


Old System Was Thrown Out 


Under former Commissioners Thomas 
B. Donaldson and Samuel P. McCul- 
loch, licensing of agents was in the 
hands of advisory boards established by 
the former. This system gradually 
broke down and was finally abolished 
bv Commissioner Taggart's predecessor, 
Einar Barfod, who took exception to a 
system under which agents were pass- 
ing upon thé rights of competitors to 
be licensed and declared, furthermore, 
that the commissioner had no authority 
to delegate his police duties to men 
who were not under oath or on salarv 
Since that time licensing of agents in 
the state state has practically been un- 
restricted, an unfortunate state of affairs 
which the new qualification ruling will 


| quickiy set to rights, Mr. Taggart feels 


matters are set forth in the introduction 
to the proposed legal code to be pre- 


sented here, which reads in part as fol- | 


lows: “As to the adequacy and suffi 
ciency of the several chapters of 
regulatory law or as to the general 


arrangement and scope of the measure, 
the committee received no complaint, 
barring one plea on the part of the Na- 
tionai Association of Insurance Agents 
for a change in the sections relating to 
the appointment and qualification of 
agents, and another from an insurance 
organization for a revision of the sec- 


tions pertaining to supervision and regu- | 
lation of insurance rates. In the opinion | 


(CONTINUED ON PAGE 25) 


' DEATH’S HAND HITS 
PRESIDENT MAGINNIS 


WELL KNOWN IN FRATERNITY 


Was Head of the Eureka Maryland 
Assurance—Long Trained in the 
Industrial Field 


John C. Maginnis, 
Eureka-Maryland Assurance 
more, died last week at a hospital at 
Newport, Vt., following an operation 
for appendicitis performed Monday 

Mr. Maginnis was a unique figure in 
life insurance. He was born March 12, 
1879 at Mt. Carmel, Pa. His first ex 
perience in the business began as an 
agent for the Prudential there in 1902 
He was made assistant superintendent 
in the Shamokin district in 1904. Later 
he was made special assistant superin 
| tendent and assigned to New England 
territory In 1909 he was made agency 
organizer in Boston. He resigned from 
the Prudential the following year to take 
the management of the Reading Mutual 
Life of Reading, Pa. In 1912 he merged 


president of the 
of Balti 


that company with the Home Life of 
Philadelphia and became general man- 
ager of the company 
Started Stockholders Fight 
In 1916 Mr. Maginnis left the Home 


Life to conduct a stockholders 
case in litigation against the majority 
interests of that company In 1917 he 
organized the Conservation Company at 
Baltimore, a holding company whic! 
later purchased the Eureka Life of that 
city, Dec. 6, 1918. Mr. Maginnis became 
first vice-president and 


minority 


general man 


acer, being elected president m January 
1920 During 1924 negotiations were 
l}entered into for the purchase of the 
Marvland Assurance, the running mate 
of the Marvland Casualty The entire 
capital stock was purchased and_ the 
Eureka and Marvland were wn binec 
under the name of the Eureka-Mary 
| land Assurance 
Was Man of Many Parts 


Mr. Maginnis 
industrial bu-iness, 


started in the 
was always interested 


having 


in that particular department He was 
regarded as a man of ingenuity and hne 
business sagacity Mr. Maginnis was a 


resourceful worker delving into many 


subjects and having many contacts. He 
contributed a number of articles on life 
insurance to the press He wrote on 
outside subjects, frequently contributing 


to the Baltimore papers as well as those 


of other cities During the vear Mr 
Maginnis married and went on an ex- 
| tensive honeymoon trip Aside from his 


was president 
Company ot 


life insurance position he 
the Woodbine Tanning 
Maryland, director of the Talbott Tan 
ning Company of Maryland, director of 


ot 


the Daily Record Printing Company o 
Marvland and chairman of the Bonding 


| Commission, County Roads of Mary- 
land 
Mr. and Mrs. Maginnis were spend- 


ing their vacation in Vermont when Mr. 
Maginnis was overcome with an acute 
attack of appendicitis and failed to rally 
from the operation. He is survived by 
his widow, Mrs. Adelaide Maginnis, his 
daughters, Catherine and Marie, and 
three sons, John C. Jr., Paul and 
' James. 


N ATIONAL CONVENTION 
PROGRAM COMPLETED 





Details for Memphis Gathering 
of Agents Oct. 11-14 Are 
Given Out 


FOLLOWS CENTRAL THEME 


Galaxy ef Notable Life Underwriters 
Included in Four-Day 


Conference 
BOSTON, Aug. 31.—The program of 
the annual convention of the National 
Association of Life Underwriters to be 
held at Memphis, Tenn., Oct. 11-14, as 
prepared by Paul F. Clark of Boston, 


chairman of the general program com- 
Edward J. McCormack, of 
the Memphis 
Association 
tainment committee, is now virtually 
complete One or two speakers have 
yet to be heard from as to their accept- 
of tasks assigned to them. No one 
been secured as the feature of the 
big mass meeting with which it is hoped 
to close the convention on Friday night, 
nut the committee has hopes of having 
a national figure for that occasion. 

rhe topic of the convention as a whole 
is “Completing Life’s Plan Through 
Insurance.” The program in detail 
follows 


mittee, and 


Memphis, chairman of 


Life Underwriters enter 


ance 
has 


} 


Is as 


Tuesday, Oct. 11 
9:30 ¢ m Business 
of the National 
Underwriters 

- PP m 


sessions 


of 
Association 


the 
trustees of 
Business meeting of the 
of the National 
Underwriters 

the Hotel 


ex 
cutive committee As- 


of Life 
Reception at 


sociation 
sp. m Pea- 
body 
Wednesday, 
Second of the 
of the National 
Underwriters 


Oct. 12 


9:30 a. m session ex 


ecutive Asso- 


committer 
of Life 

Afternoon Seasion 
Alder, 
Life 


ation 


Geo 
Asc 
man 

2: PD m Singing 
Sprague, Boston 

15 p. m Invocation, Rev 
of Tennessee 
20 Pp. Mm Address of welcome by Ed.- 
ward J. McCormack, chairman conven- 
tion committee of Memphis Life Under- 
writers Association 

2:25 p. m Opening of 
Alder, president, 


ree Tr 
lation 


president National 


of Underwriters, chair- 


led by David BF. 


- Thomas F. 
Gailor, bishop 


2 convention by 
George National Asso- 
clation 


2:30 p Plan 


Hart, 


‘ompleting Life's 
Insurance,” Hugh D 
Penn Mutual Life 
American Agency Sys- 
Hommeyer, superintendent 
Union Central Life 
Five minutes with 


m ( 
Through Life 
president 
rp. m “The 
Charles 
of agencies, 

3:30 p. m.- 
Sprague 

3:30 p. m 
Life 


vice 
tem 
“Dave” 
The American College of 
Underwriters,” Edward A. Woods, 
Pittsburgh, Pa., president 

4:05 p. m Introduction of new man- 
aging director and general counsel of 
National Association, Roger B. Hull 

4:20 p m Introduction of special 
guests 

(a) 
ance 


The Association of Life Insur- 


Presidents 


(CONTINUED ON PAGD 26) 











4 


THE NATIONAL 


1927 


September 2, 





——_ ——_—_- ---—. 


LIBERTY LIFE HOLDS 
ITS SIXTH CONVENTION 


CONSTRUCTIVE WORK IS DONE 





All Sessions Are Devoted Strictly to 
Business Matters—Speakers Are 
Numerous 





Jesse Binga, president of the Binga 
State Bank of Chicago, has been elected 
to the directorate of the Liberty Life of 
Chicago and is made chairman of the 
board. Mr. Binga is one of the suc- 
cessful Negro financial business men ot 
the city. The board has been enlarged, 
now comprising 18 members. Another 
new member is Archie A. Alexander of 
Des Moines, prominent contractor. The 
Liberty Life is operating in seven states. 

President Overton's Greetings 


At the agency convention last week 
President Anthony Overton of the Vic- 
tory Life, the other Negro legal reserve 
the first session and made a talk bring- 
life company in Chicago, was present at 
ing greetings from his organization. 
Roy L. Davis of Chicago, educational 
director of the Continental Assurance otf 
that city, gave a talk on salesmanship. 

At one of the sessions Elmore Wil- 
liams, supervisor at Kansas City, gave 
some of the fundamentals of success in 
the life field. He thinks, first of all, 
that a life agent must be strictly honest 
in order to gain the confidence of his 
constituents. He must give thought to 
his business. He must read and study 
about it. He must be thrifty. He 
should utilize his time and money to the 
best advantage. He should have suffi- 
cient self confidence in order to carry 
him along and must believe in himself. 
Mr. Williams said that an agent must 
build his own personality and be himself. 
He cannot imitate to good advantage. 

Industry Is Requisite 

He said that industry is a prime requi- 
site. The plugger is usually the fellow 
who will make the greatest record in 
the end. He said that the eye must be 
set on a goal and must be ever kept 
There are but few people, he de- 
clared, who really are aiming at success. 
The great majority are inactive. Mr. 
Williams said if one will strive he will 
arrive. 

Dr. M. O 
gave 


there 


Bousfield, president of the 


the welcome at the first 


company, 
session. 


Sessions for Business 


Delegates from all the Liberty Life's 
agencies assembled at the company’s 
office, Chicago, for the sixth an- 
nual homecoming convention last week. 
Except for the banquet that was given 
in the evening of the last day the ses- 
devoted entirely to business 
much constructive work 


home 


s10ns were 
matters, and 
was done 
Speakers at the opening session were 
Anthony B. Overton, president of the 
Victory Life, Chicago, who welcomed 
the delegates to the city; Ear! B Dick- 


erson, general counsel; Vice-President 
E. H. Carry; President M. O. Bousfield; 
and others At the first afternoon ses- 
sion the agents and supervisors heard 
C, M. Cartwright, managing editor 
Tue Nationar Unperwriter; Elmore 
Williams, supervisor Kansas City 
agency; W. Ellis Stewart, secretary, and 
Dr. Roy L. Davis 


Nonmedical Plan Discussed 


Following the invocation on the sec 
ond morning, Nathan Wright of the 
west Kentucky agency addressed the 


convention on “Advantages of the Non- 
medical Policy to the Salesman.” His 
talk was followed by a half hour of in- 
formal discussion of the subject. “The 
nonmedical policy is a splendid means 
of making contact and opening the way 
later,” one agent said; 
another, “The policy helps meet indus 
competition, which is the worst 
competition most colored life companies 


to more insurance 


trial 





AGENCY CONVENTION 
IS NOW BEING HELD 


MANY SUBJECTS SCHEDULED 





Central Life of Chicago Leaders Are 
Having Their Gathering at 
the Home Office 





The program for the annual agency 
meeting of the Central Life of Chicago 
is announced. The business sessions are 
taking place at the home office building. 
The program is as follows: 


Thursday, Sept. 1, 10 A. M. 


S. B. Bradford, Chairman. Secretary 
Central Life Insurance Company of IIli- 
nois, 

W. H. Hinebaugh, President, Central 
Life Insurance Co. of Illinois, “Central 
Life Family.” 

Wilbur M. Johnson, Actuary, Central 
Life Insurance Co. of Illinois, “New 


Policy Forms and Disability Clause.” 
S. F. Bradford, Auditor, Central Life 
Insurance Co. of Illinois, “Statements.” 
R. J. Burrows, Associate Counsel, Cen- 
tral Life Insurance Co, of Illinois, “The 


Application and Policy.” 
Chas. Nadler, Vice-President, Central 
Life Insurance Co. of Illinois, “Collec- 


tions and Settlements,” with Open Forum. 
Dr, T. W. Burrows, Medical Director, 
Central Life Insurance Co. of Illinois. 
Luncheon, 1 p. m., Drake Hotel. 
2:30 p. m.—Theatre Party for Wives of 
Field Representatives. 


Thursday, Sept. 1, 2:30 P. M. 
W. Rolla Wilson, Chairman, Vice-Presi- 


dent and Agency Director. 

W. C. Murden, General Agent, Evans- 
ton, Ill, “Circularizing.” 

John B. Patterson, General Agent, 
Streator, IIL, “Direct Mail Advertising.” 

Frank Wixom, General Agent, Eagle 
Grove, Iowa, “Write it Right.” 

J. M. McGovern, General Agent, North 
Dakota, “Graphic Illustrations.” 

W. 8S. Fruland, Assistant Agency Di- 
rector, Central Life of Illinois, “Home 
Office Helps.” 

W. A. Erckenbrack, General Agent, 


Watertown, S. D., “Meeting the Need.” 

Richard Schattinger, Matthew Walker 
Agency, Los Angeles, “Child’s Policies.” 

Banquet, Drake Hotel, Thursday, Sept. 
1, 7p. m. President W. H. Hinebaugh, 
Toastmaster. 

Ed. Wilkerson, State 
“What's the Matter With Texas. 

Matthew Walker, Manager, Southern 
California, “Why I Sell Life Insurance.” 

C¢. M. Cartwright, The National Under- 
writer, “Why Life Insurance. 

S. B. Bradford, Secretary, Central Life 
of Illinois, “Ends and Odds.” 

W. Rolla Wilson, Vice-President and 
Agency Director, Central Life of Illinois. 


Friday, Sept. 2, 9 A. M. 


Texas, 


Agent, 


W. Rolla Wilson, Chairman. 

Matthew Walker, Manager, Southern 
California, “Life Insurance as a Career.” 

Frank Prichard, General Agent, 
Prichard & Sauer, La Salle, Ill, “Ace of 
Diamonds.” 

H. H. Smith, General Agent, Chicago, 


Illinois, “Every 

Wm. E. Pile, 
Illinois, “Attaining 
, With Central.” 

W. L. Wilson, General Agent, Minne- 
sota, “Selling Points Tersely Told.” 

S. Dale Pierce, General Agent, Pierce 
& Pierce, Genereo, Illinois, “Building a 
Clientele.” 

Luverne Sigmond, General 
Omaha, Nebraska, “Prospecting.” 

John R. Maney, General Agent, Wash- 
ington, Iowa, “Selling Arguments.” 

John B. Miller, General Agent, Chicago, 
Illinois, “Selling Essentials. 

Friday afternoon guests will be enter- 
tained at Medinah Country Club 


Contact an Opportunity 
General Agent, Joliet, 
My Majority — 21 


Agent, 


have to meet;” another, “The policy gets 
one into the home, dispels doubt, and 
makes converts to the insurance idea.” 

J. H. Hollis of Chicago led a discus- 
sion of the means of finding prospects, 
during which a number of ideas of value 
to all agents were detailed. 


Speakers Numerous 
Other speakers on the Thursday pro- 
gram were Absalom Lake, Wayne 
County agency; A B. Chennault, 
(CONTINUED ON PAGE 26) 





FOR CLAIM ASSOCIATION 


MANY IMPORTANT SUBJECTS 





Two Periods of General Discussion Fea- 
ture Session to be Held at 
Toronto, Sept. 12-14 


The completed program for the an- 
nual meeting of the International Claim 
Association, to be held at Toronto, Sept. 
12-14, has been announced. In addition 
to the formal addresses there will be two 
periods of general discussion, during 
which the important problems now be- 
fore the business will be informally dis- 
cussed from the floor. The program as 
now arranged is as follows: 

Details of Program 


“Address of Welcome,” Thomas Foster, 
mayor of Toronto. 

“Address of Welcome 
Canadian Companies,” 
president, Canada Life. 

“Claim Problems: 1. Underwriters 
2. Claimants.” Dr. Harry W. Dingman, 
medical director, Continental Casualty. 

“Settlement of Double Indemnity and 
Disability Claims Under Life Policies,” 
Carl J. Sandberg, claim representative, 
Phoenix Mutual Life. 


on Behalf of the 
Herbert C. Cox, 


“Some Claim Aspects of Permanent, 
Total Disability,” tobert K. Metcalf, 
manager claim department, Connecticut 


General Life. 

“The Disease Germ as an 
Chester N. Farr, Jr., attorney, 
phia. 

“Fads and Quackery in Medicine,” Dr 
Morris Fishbein, editor of the Journal of 


Accident,” 
Philadel- 


the American Medical Association. 
“What Is Canada?” Judge William 
tenwich Riddell, Toronto. 


Two Discussion Hours 


There will be no discussion following 
the various papers on the regular pro- 
gram. One hour at the sessions on both 
Tuesday and Wednesday will be devoted 
to general discussion presided over by 
the president, Horace S. Bean, the ques- 
tions many of them involving the same 
topics as are included in the papers pre- 
sented on the program. These discus- 
sions will be strictly informal and ex- 
temporaneous. Each speaker will be 
limited to three minutes and will not be 
permitted to speak on the same ques- 
tion more than once without permission 
of the association. Subjects are as fol- 
lows: 

1 What is total disability? When 
does total disability end and partial dis- 
ability begin? How much in the way of 
supervision of his business or profession 
can a claimant do and still be totally 
disabled? 

2 Malingering. 


Can it be decreased, 


and if so, how? 

3 Under an accident policy, how 
strictly should the requirement that an 
accident must disable the insured from 
“date of accident” be enforced in the 


settlement of disability claims? 

4. How strictly should_the provisions 
as to notice and the furnishing of proofs 
of loss be enforced, particularly in stand- 
ard provision states? 

5 From the standpoint 
tlements, is an elimination period of 
from seven to 90 days practicable, and 
what are the objections to such elimina- 
tion period, if any? 


of claim set- 


6 From a claim standpoint, is it pos- 
sible or practicable to modify the lan- 
guage of our policies so as to specifi- 
cally exclude the disease germ as an 


accident? 


Total Disability Questions 


7 What is the surest and yet least 
annoying method of confirming continu- 
ous total disability, upon which pay- 
ments are to be made, after the case has 
been originally approved? 

8 To what extent should the company 
allow a continuance of benefits when a 


disabled insured engages in some occu 
pation for rehabilitative purposes? 

9 How far, if at all, and by what 
procedure, should the company go in 


recommending treatment and assuming 


the resulting expenses? 

10 Is it possible to secure a binding 
final release in total and permanent dis 
ability claims, considering the present 


liberal interpretation of the clause? 
11. Is it advisable to pay the face of 


| FRANKLIN LIFE STAGES 
ITS ANNUAL CONVENTION 


GATHERING IS NOTEWORTHY 





Many Interesting Addresses Mark Pro- 
gram of Meetings Held at 
Estes Park, Colo. 


DENVER, Aug. 31.—The Franklin 
Life of Springfield, Ill, closed its an- 
nual convention Saturday at Estes Park 
after three days of meetings. It was the 
most successful in history, Henry M. 
Merriam, president of the company, said. 
The attendance was 250 persons from 
19 states. Probably the most unusual 
feature of the convention was that twice 
the delegates were treated to entertain- 
ment and dinners by policyholders, at 
Fort Collins and Estes Park. The sec- 
ond day President Merriam was initiated 
|into an Indian tribe and now carries the 
name of Ooshrateenah, which means 
Chief Smiling Moon. 


Heard Interesting Addresses 


Many interesting speeches were heard 
during business sessions. Claris Adams, 
secretary and general counsel of the 
American Life Convention, told of the 
| high esteem in which life insurance is 
| held by the public. Will Taylor, secre- 
tary of Franklin, told of his trip abroad. 
President Merriam stressed the need for 
a daily report and the necessity for 
agents to plan their work ahead to in- 
crease sales. Joseph W. Jones, vice- 
president in charge of agencies, made a 
spirited talk on the drive to exceed the 
$200,000,000 mark in total insurance in 
force by Dec. 31. A. O. Marion, vice- 
president in charge of investments, said 
the agriculture outlook as applicable to 
insurance investments is looking more 
favorable. More care on_ disability 
clauses was urged by F. R. Jordan, 
actuary of the company. He asked 
agents to select the clients with care 
W. W. Winne, Colorado agent for the 
Connecticut Mutual, gave a talk on the 
changing age and conditions and urged 
those present to alter their style to meet 
this inevitable newness. Henry Abels, 
vice-president, distributed renewal 
prizes. 





Club Officers Elected 


New officers of the various clubs were 
elected. They are: $500,000, Ed Red- 
lick, Springfield, Ill, president: W. J. 
Olive, Holland, Mich., vice-president: 
$250,000, George Miura, Chicago, a Jap- 
anese, president; F. W. Morgan, Texas, 
vice-president; $100,000, L. W. Snyder, 
Kansas, president, and Phil Smith, Okla- 
homa, vice-president. 

Many of the delegates joined Jim 
Godard, Colorado state agent of the 
company, in a two weeks’ fishing trip 
following the meeting. 


withholding pay 
doubtful 
requiring 


a life insurance policy, 
ment of double indemnity in 
accident cases or in those 
thorough investigation? 


Settlements of Life Policies 


12 Settlements of life policies (a) 
How are age adjustments handled? (b) 
Is payment of interest made on claims, 
and if so, for what period and rate? 
(c) Is the balance of premium for the 
policy year deducted? (d) Supplemen 
tary contract in option settlements—Are 


supplementary contracts always made up 
or is endorsement simply made upon the 
policy (e) Are oaths required on the 
claim proofs, particularly the physicians 
statements? 
13 Should difference in 


there he any 


the attitude of approach in the settle 
|ment of a claim under an ordinary acc! 
dent and health policy, and the settle 


ment of a similar claim under the pres- 
ent double indemnity and total and per 
manent disability provisions of a life 
policy? 


September Underwriters’ Month 


The Ohio State Life will observe 
| September as underwriters’ month as a 
| tribute to the men in the field, 
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MEN IN CONVENTION T. L. HANSEN’S DEATH IN COLUMBUS IN APRIL 
AGENCY HEAD OF GUARDIAN | WALKER IS THE PRESIDENT 
Annual Session of Old Faithful — —_ 
Club Gathered at Yel- Was Primarily Responsible for the Up- | National Negro Insurance Association 
lowstone building of the Field Organization Comprises Life Companies Owned 
of That Company and Managed by Colored People 
DISCUSS SALES METHODS The life insurance fraternity was The next annual meeting of the Na 
iooeeinimieens shocked to learn of the death of Vice- | +i nal Negro lI nce Association will 
, , President T. Louis Hansen of the Guar- | he held at ( mbus, O., Apr. 25-27 
Entire Week Given Over to Business— | dian Life of New York at } ‘nsid ia Bnet ome was held at Memnhi 
Entertainment Program—Green- Hospital, Montclair, N. J., Mr. | This orga is composed of con 
‘ : Hansen seemingly was i splendid anies managed and owned by Negroes 
burg is President health He left the home office of the 1 E. Walker of the Universal Life of 
_ Guardian Life Tuesday of last week ap Memphis is president; W. W. Parker o 
parently in the best of condition rhe | the Citizens Industrial Jacksonville 
Members of the Old Faithful Club | following day he was unable to go to] Fla. first vice-president: E. M. Martin 
the Mutual Trust Life of Chicago ul 10n f the Atlanta Life of Georgia, second 
journeyed to Old Faithful at Yellow- ing | vice-president P. Creuzot of the | 
a . . Louis Life « New Or- 
stone National Park for their annual Rommel e-president: L. C. Lullock 
agency convention. In addition to their f tl eastern Life f Newark 
tour of the park which occupied the en- : 3. % vice-president W. Ellis 
tire week, inspiring educational meet- Stewart of the I erty Lite of Chicag 
. 1 is SC etary ,{. P. Bent c the S 
nes were held each evening. At. the preme Life & Casualty of Columbus is | 
get-together meeting the first evening assistant secretary. A. E. Hall of thé 
Vice-President Carl Peterson presided Mar th Life & Accident of Louisville 
Other officials from the home office treasurer, C. M. Hayes of the Gibraltar 
were A. B. Slattengren, secretary, and Healt Indianapolis is statis 
\. E. Wilder, agency director. Due to J. A. Blume the Winst M il Life | 
the rather serious illness of his son at f Winston-Salem, N. C., chapla Phe | 
his home, President Edward A. Olson executive ¢ ittee consists of E. H 
was unable to attend. The party trav- Carrv. | erty Life of ¢ ag George | 
eled through the park just ahead of W. Lee, Atlantic Lif Harrv H. Pace 
President Coolidge and virtually every Northeaste Life \ y Overt 
day the agents had a glimpse of the Vic v Life Chicag nd C. B. King 
president and his party touring the park Nat il Benefit Life Memphis. | 
Club Officers Announced 
\t the Monday evening meeting Vice- T. LOUIS HANSEN at M ntclair last Sund 1 he dire s 
President Peterson announced the offi- nd officers of the Guardian | " 
cers of the Old Faithful Club. They are: | stage Thursd eve go whe e was | tends " Ma t ‘ eld 
Morris Greenburg, president, Hartford, | ryshed é 5 1 He died ] . eprese tives a theials 
Conn.; Paul Walton, vice-president, Mil- | afternoon. the cause of his death being | companies were pres 
waukee; Myer Greenburg, treasurer, | acute encephalitis. which is or ‘ W he Was chose ce- | 
Hartford, Conn., and Miss Harriet Sax- | brain fever eside strative es and | 
ton, secretary. Miss Saxton is* agency Mr. Hansen was present at the recent es s enlarge He was 
secretary at the home office. O. R. As- | agency cl meeting at the Edge te e rig President Heye 
pegren of Chicago sold the greatest | Beach in Chicago a irticipated in | Preside t i 1 Mr. Har 
volume of business but was just over- | all its activities and at the bar sen was the acting hea t the mpa 
shadowed by Mr. Greenburg in the | quet. He is survived by \ vy. Hele re s absence 
total amount of premiums. At this meet- | Miller Hansen t the agency meeting -- 
ing Mr. Peterson called upon Mr. Slat- | Mrs. Hansen was not able to be present HEYE SAILS FOR HOME 
tengren, Mr. Wilder and L. R. Lunoe, | owing to il! | ’ elk . NEW YORK. Sept » —Presids 
manager of the New England depart- | greeting was her Cari Heve of ¢ sardian Life. w 
ment, for short messages of welcome. a a a was visiting in muinediate 
\t the session Wednesday morning started for s « \ learning 
Vice-president Peterson stated that a Mr. Hansen was a native of Denmark e sudde deat Vice-Pres | 
man must concentrate on his own pro- having been born there April 8, 1875 Louis Hans He w 
fession to help his client avert financial He came to this country at the ag Se ‘ e steame Stuttgart 
disaster. He spoke at some length and { 20 On Jan. 1 1896, he entered the cording an announceme t " 
pointed out the experience ot ] Ogden employ of the Guardian Life as a clerk |, e company A meeting < i 
Armour of Chicago, whose tremendous | 1" Its actuarial department His act , rs has been called for Sept. 7 
business was virtually wiped out. Other | amal experience always serve n whi time t : t wt of Mr 
speakers were H. S. Blaich of Chicago, | !Me torm tor his later and greater work Hansen's s essor W Se « sidered 
on business insurance; L. H. Minkel, | 1n the agency departmet Mr. Hansen \r cation of the st g bond of 
Fort Dodge, Ia., on income insurance, | POssessed an unusual friendly and cor iffection which existed between Mr. | 
and John H. Ehn, general agent at Hart- | dial nature, which e1 able Ll him to form | Hans« ind his associates is to be 
jord, Conn. many intimate contacts the untry over found in the many resent 
: He had hundreds of friends in the bus the funeral services from far 
Service Buttons Presented ess with con anies He was \ ‘ sha ne ¢ 
Secretary Slattengren then called on | intensely Is ma gitted t y e east a As 
m Thompson, the only agent who | tiative celuiness Canad M clair 
has been with the company for more Che agency department was es rece the sad t | 
than 20 years, to make the presentation lished in 1910 and Mr. Hansen was given vers is tar west as Chicago s 
of silver cups and service buttons. Mr the task of developing it \t that tin ©] cast tor the services Am ng th se in| 
Thompson pointed out that all of the | '" Phage ec Pe Mig By "i = ney attendance were the tollowing Guardiat 
home office officials are graduates of the eat Biers 2 oa , : 7 = gers: George Hoffman of ¢ “ae eo 
held. He presented 15-year service but entry ao Fe wpa Mae \ ‘ nee a Salot De t, Harry O Sny er | 
tons to both Mr. Peterson and Mr. Slat mICCKEG New - ; : . : t Pittsburg hI ton of Roc } 
He soon Was fiven the sithon ester Wor I i) < »vracust > 
tengren, Telegrams of sympathy were EEN TE ork . i a | . } 
. sup Htenae tare ca } | Be ¢ ‘ a pnia ] se} i 
sent to President Ols« “ later he Was nN icle iuet VY manaue! il | | cKW t B st t \ Davis Ir t l 
Walter Habenicht of Chicago spoke vice-president Che following vear he Alb » wey Ray Newark. ] n C.] 
Direct-By-Mail Selling.” Mr. Ha was elected to the a f directors | MeNa | © Das 2 Leo D 
enicht went to Chicago as a stranger and on Dec ! mo bye e vice ’ and at s Fa : ‘ New 
used this means of meeting people | president York City, Paul Alexander of Brookiva | 
with great success M Hansen was responsible for the ind M. Ha ims w | 
Vice-president Peterson gave an ex present held organizat He worked \W e except President . 
emely interesting talk on “Disability | with nm as a part t ‘ wl . t ¢ Europe e off 
ind Double Indemnity.” He pointed out elped solve eit lems, as s , eads s va . 
distinct moral hazard in disability | siste nm many ways and lived sa any ! 
ance which covers more than 5¢€ | their He was a resident o ers ‘ is We us 30 40 mbers 
60 percent of a man’s income. He | Mor ae identihed mself ft fhe ce, were se t 
reed much more careful underwriting | with a num ft social and vi " st tarewe to the eparte Irie 
n the part of the agents on both total | ganizations Services were held | Cremat ser s we eld S " 
(CONTINUED ON PAGE 26) from the ( 1 Presbyterian ( ( alternoon 
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COLUMBUS MUTUAL' 
HITS $100,000,000 LINE 


Agency Convention at Cedar Point 
Celebrates the Notable 
Achievement 


McNAMER WAS SPEAKER 
Tells Agents That Many Failures Are 
Due to Lack of Sticking to 
the Work 


It was i ounced at the annual 
agency meeting of the Columbus Mutual 
Lite at Cedar Point, O., last week that 

é inv had passed the $100,000,000 

ark surance in force There was 
muc rejoicing President ( W Bran 

Was conerat ated f all sides at 
this re irkable i eve < The ( 
us Mutual Life is ¢ of e lowest 
‘ st ¢ anies the « try Its 
i wen ( tra ind ¢ ra 
i ‘ c terest 
Harry ©. MeNamer Spoke 

Harry C. McNamer, one of the Equ 

bl Life of New York agents at (4 
in tormer res he lite 

‘ rite > s>> 4 at ty at | 

the ew | 1K iti attracting 
vide atte In e Insurance,” pub- 
shed by Tue Nationa, UnpeRwriter, in 

. Wk de . statement that is 

c e ft i ew \ 
in success! : He said 

re wnt ew it are eX 

stors Vi | k they 
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Life Men Sheuld Buy ltesurance 
Mr McNamer said t t ever life 
ur who buys 1 r surat is a 
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HAMILTON 


as first Secretary of the Treasury, exhibited the 
highest form of financial genius in bringing order 
out of chaos and establishing a sound basis of 
banking operations in the United States. Finan- 
cial problems today often prove very serious 
obstacles to the progress of life insurance 
salesmen. 


First-premium notes are worries that occasionaly as- 
sume serious proportions in the operations of con- 
sistent producers of new business. Undependable or 
unstable discounting connections add to the sales- 


man's problem of financing. 


No handicap is experienced by American Central rep- 
resentatives who qualify for membership in the Com- 
pany’s Agents’ Fund. These men have the assurance 
of clear net accounts, working capital, and a friendly 
discounting service that is available every day in the 


year, regardless of economic conditions. 


CREDIT TRAINING is an added feature of this 
fifth step in the American Central Plan. Credit 
train’‘ng means better prospects, sounder selling, 
good collections—a sure road to success when 
coupled with the convenient disposition of first- 
premium notes through the Agents’ Fund. 

















who is very conservative in his invest- 
ments. Mr. McNamer pointed out the 
hazards of putting all one’s money into 
his own business. The business may be 
all right, when one is alive, and yet it 
may be a white elephant when he is 
gone. 

Mr. McNamer called attention to the 
fact that a man may be relying on the 
income from his investments to carry 
him along when he retires and yet some 
of these investments may “go dead” and 
he will be found to have non-dividend 
securities. A man cannot rely on securi- 
ties to carry him through. 


Agents Need to Stick 


Mr. McNamer said that he had seen 
agents come and go in the business. 
Many would have succeeded had they 
stuck. He said that great deeds had 
been done by those who persisted. Grit 
and tenacity are essential elements in a 
life insurance man. He said that if a 
man will work and stick to the finish he 
will win. Some plan should always be 
in an agent’s mind and he should see it 
through. He said that the main reason 
why men fail in the life insurance busi- 
ness is that they do not work and do 
not stick long enough. They lack cour- 
age. He said that in the interview for 
insurance sometimes the agent quits too 
Few men, he said, tap their re- 
They don’t realize what 


soon. 
serve power. 


| they have in store. Mr. McNamer called 


attention to the need of team play in a 
life insurance agency. It is necessary 
for a man to fit himself harmoniously 
with his organization. Each man should 
cooperate with his fellows. Mr. Mc- 
Namer said that there are 7,000 life in- 
surance agents in Chicago and yet a 
comparatively few are writing the busi- 
ness. 
Mrs. Ackley’s Renewals 


President Brandon introduced Mrs. 


| William Ackley of Chicago, whose hus- 


| cause one thinks it is hard. 


band died and under the Columbus 
Mutual contract the renewals had gone 
to her and increased as time has gone 
on, because the agents Mr. Ackley ap- 
pointed are writing more business and 
he was entitled to a certain commission 
on their production. 

J. C. Deloney, the conservation man- 
ager at the home office, in his address 
said that the object of the Columbus 
Mutual was to make a net gain rather 
than write volume. 

E. W. Christy of Cleveland, in his talk 
said that he always believed in having a 
live prospect list. It should be used in 
planning one’s work. One should never 
be without a plan in prospecting. He 
said that while soliciting at night is hard 
work, the reason that it is hard is be- 
He told his 
hearers to not let anything interfere 
with their going after business regard- 
less of when it must be done. He be- 


| lieves in a life agent evolving a system 


in his work. Personality, he said, is a 
valuable factor. It is either repellant or 
favorable. It is a big advantage to leave 
a good impression at the first. He said 
that every man can improve his person- 
ality. 

Should Solicit Consistently 


Mr. Christy said that it is much easier 
for small writers to write large applica- 
tions than for large writers to write 
small ones. He advised the agents to 
get in the habit of soliciting consistently 
so that applications would be coming 
along in regular order. 

Mr. Christy carries a book in which 
he has illustrations made out for the 
ordinary life, 20-payment life and 20-year 
endowment plan for various amounts. 


| These he has found to be of great ad- 


vantage because he can focus the atten- 
tion of the prospect at once. He told 


| the agents to avoid getting into argu- 


ment. It always brings grief. He said 
that an agent should get into contact 
with as many prospects as possible and 


these contacts should be close. He 


| thinks that business insurance is a fine 


| approac h in 


getting a man interested 
Almost all men are alert to listen to any- 
thing that concerns their own business. 


Mr. Christy said that one’s satisfied 





policyholders are his best source of pros- 
pects. An agent can start with a man, 
writing him for a small policy and 
gradually build him up as time goes on. 
He said that if an agent doesn’t keep in 
touch with old policyholders someone 
else will who will get the business. Mr. 
Christy said that one’s territory is really 
under one’s hat. It is the agent him- 
self. 

Mr. Christy stated that when an agent 
is dealing with a very difficult prospect 
and seemingly has gotten nowhere with 
him he should return the next day. Very 
frequently what has been said will sink 
in and the prospect will be in the mood 
to take insurance if the agent shows up 
shortly after the interview. 


Abdella Convention President 


George J. Abdella of Lancaster, O., 
the leading producer of the company, 
was president of the convention and 
opened all the sessions. Those who pre- 
sided at business sessions were A. G. 





Cc. W. 


BRANDON 
President Columbus Mutual Life 


. 


3iggin of Minerva, O., Ivan T. Quick 
of Cleveland, E. A. Newark of Lansing, 
Mich., and Leo. T. Heid of Chicago. 
E. E. Besser, Jr., of Chicago was toast- 
master at the banquet, the main speaker 
being Thurman “Dusty” Miller, news- 
paper editor of Wilmington, O. 

Daniel E. Ball, vice-president and 
secretary, gave a talk on retirement 
annuities and announced the new policy 
of retirement annuity at age 65. There 
were a number of agents who gave talks 
at the convention. 

L. G. Purmort of Van Wert, O., as- 
sistant secretary of the Central Manu- 
facturers Mutual Fire, was present and 
gave a talk. R. J. Dunn, secretary ot 
the Casualty Adjusters Association of 
Chicago and general adjuster for the 
Lumbermen’s Mutual Casualty of that 
city, Was present as a guest. 


Actuary Robinson Present 


Actuary W. A. Robinson of the Ohio 
insurance department, a veteran in the 
service, was a speaker at the banquet. 
He said the Ohio department was organ- 
ized in 1870. It issues 120,000 licenses 
each year. Of these about 25 percent 
are life agents. The income from in- 
surance to the state is $6,500,000, The 
expense of the department is $70,000. : 

The “Presentation of the Hobby Cup 
is an annual event. This hobby cup 1s 
presented by President Brandon to the 
agent appointing the largest number o! 
producing agents who write and pay for 
$10,000 or more insurance during the 
past agency year. The cup was won by 
E. R. Kuck, who also won the cup at 
the 1926 convention, making two con- 
secutive years that he has won this silver 
loving trophy. Incidentally, President 
Brandon has made provision that this 
Hobby cup be presented at each years 
meeting throughout the future, having 
arranged with the company to endow 


the fund. 
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SURVEY OF PRACTICES 
UNDER NON-MEDICAL 


Comprehensive Analysis Is Made 
by American Life 
Convention 


MANY NOW IN THE FIELD 


Report Covers 76 Companies Using This 
Plan, Wide Variations in Details 
Being Shown 


showing the 


\ comprehensive survey 
ractice and experience of life insurance 
non-medical 
\meri- 


mpanies in the writing ot 
surance has been made by the 
chart 1s 


can Life Convention. The 


ised on reports from 76 of the Ameri- 


Life Conventions companies that 
ave adopted non-medical underwriting. 
\ll of these companies report a tavor- 


ible experience in the non-medical field 

The privilege of writing the non- 
edical lines has been limited to special 
lass agents, no policies on that basis 
ving issued through brokers or agents 
that have not had lengthy experience in 
the mmsurance business. Inspections are 
required in nearly all cases 

Limits Vary Widely 


\ digest of the survey shows that the 
aximum amounts issued by the various 
mpanies range from $500 to $10,000, 
but by far the greater number of com- 
anies issue from $2,000 to $5,000 on the 
on-medical basis. Thirty of the com 
panies limit the amount to $2,500, but 
1e of these companies on male lives be- 
tween the ages of 10 and 40 vears wil! 
ssue up to $5,000 on a_ non-medical 
isis and limits the policy of $2,500 be- 
veen 41 and 50 years This company 
$2,500 to women trom 10 to 50 
Another of the companies with 
e $2,500 limit extends that privilege 
ily between the ages of 15 and 45 on 
ale lives and $2,000 on males from 2 
14 years. This company writes wo 
en from 2 to 45 »t 
wenty-five of the 
$2,000, ten of § 


ssues 


ars. 


years 
Pallics 


con 


mit of! 


000, tour ol 
=1,000, three of $5,000, one of 32 

£2,268, one of $10,000 and the one o 
yi 


Differ on Female Risks 


is found that about half of the com- 
nies writing on a nm 
re willing to accept 
the same basis as men and boys 


m-medical 





women and 
5 of the companies write temales 
me as men, while 11 others are willing 


pt womel thie same as 


iccey 


But five of the companies retus« 


, 
SIN aie 


write women on any basis. Fourteen 
rs refuse to write married women, 
le another company msists that non 
lical female risks must be emploved 
lany of the companies that accept non 
ical on both male and temale lives 
it the amount of su surance 
d to women compared wrt men 
1 of the companies both lmuit the 
unt of msurance and als make 
netion im the age limits male and 
nale lives, while three « the com 
i s merely do not extend the non 
lieal privilege to women in the same 
range as to men, there beme no dit 
rence in the amount of insura that 


be issued on female lives 


lhirteen of the companies are willing 
sue $1,000 more on a male lite than 
female life written on a med 


tour cc 
rential two a 


Mpanics have 1 31.500 
ditterence 


t $3,000 leeway tor men 


I ists: 
2° 500 and 
mpared 


women (ne company writes $500 


re on men m some axes mother 
mpany writes single women on the 
ne basis as men, but has $1,000 dif 
ntial avainst ined women 


while | 
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| another company writes single women 
| within $1,000 of men, but has a $2,000 
= 

| difference between men and married 


women. One company is unique in that 
| it writes men and women between 15 
|} and 45 years up to $3,000 and in addition 
| writes girls from 10 to 14 years to $2.- 
000, but does not extend that non-med- 


ical boys 


coverage to 
Many Write Substandard 


The practice of the 
regarding the issuance of non-medical to 
substandard risks is an interesting fea- 
ture of the survey. Forty-seven of the 
companies refuse to accept sub-stan- 
dard risks on non-medical policies. Six- 
teen companies accept substandard cases 
in which the rating is due to 

| while six are willing 
lege e 
occupation and overweight. Three com- 
panies are willing to overlook an over- 
weight case if everything checks 
tandard. Two accepting 
substandard risks as to habits and over- 


Various companies 


occupation, 
to extend the privi- 
to substandard cases rat botl 


qd on both 


] 
cise 


others are 


weight. Another company does not 
discriminate where there is a history of 
tuberculosis in the family if the appli- 





cant is up to standard otherwise. One 


company merely limits the amount of 
coverage extended to substandard cases 
compared with standard risks 


Disability Cover Included 


Sixty-four of the companies reporting 
extend both the double indemnity and 
total disability privileges on their non- 
medical policies, while but one company 
refuses to extend either to 
In all, 73 of the companies 
indemnity while retuse to 
and another limits the privilege 
to risks 17 years of age and over. Sixty- 
five of the «¢ ] 


ompanies write total disabil- 


non-medical 
risks 

double 
write it 


write 
two 


itv, while six refuse that concession 
One limits it to males only, two make 
a premium waiver concession and one 


limits that privilege to males. One c 











pany grants total disability to paver 
only 
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Most of the con nies reporting have 
entered the n medical eld since Janu 
ary, 1925 One company adopted 
medical in 1918, One in 1922, one in 192 
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rench 
Lick 
Springs 
Indiana 


will be the scene of one of the largest 
and most interesting Divisional Con- 
ventions the Pan-American Life 
Insurance Company has ever held. 
More than 200 delegates from 18 
States will be present. 


Holding Conventions is only one 
phase of the educational work which 
the Pan-American carries on for the 
welfare of its representatives. 


Pan-American Service includes— 


Educational Course 

Individual Sales Planning 
Unexcelled Life Policies 

Child’s Educational Endowment 


Combination Life and Accident and 
Health Policy 


Substandard Insurance for Under- 
average Lives 


Group Insurance 


All Forms of Accident and Health 


Insurance 
We have a few attractive general agency 
openings tor men not at present attached, 


who measure up to Pan-American ideals. 


Address 
E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





They Talk the Same 
Language... 


q Nothing contributes more to the development of 
efficiency in any organization which appeals to 
the public, than a clear understanding between rep- 
resentatives in the field and Home Office Executives. 


q In a life insurance company, the Home Office must 
know the agent’s problems, if they are to be dealt 
with fairly and effectively. 


Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 


q And this is not strange; for the majority of the 
Executive Officers, including the President, have 
had practical experience in field and Branch Office 
work. 


q So they “talk the same language”—field men and 
executives alike. And you don’t hear Nylic 
Agents saying, “Our officers can’t get the agent’s 
point of view because they have never had field ex- 
perience.” 


I Common experience begets mutual understanding 
which in turn begets confidence; and confidence 
begets strength. 


fj There is probably no life insurance company be- 
tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 
ence. 














| Is it any wonder that, measured by 
usual standards, Nylic agents are 


industrious, persistent, satisfied 
and happy? 





New Heme Office Busiding now being erected 
on the site of the famous old 
Medswon Squere Garden 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
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ON 
Page 14 


There is an announcement 
of vital interest to every 
Life Insurance Man! 
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THE NATIONAL UNDERWRITER 


(QUALIFICATION LAWS 
CONSIDERED NECESSARY 


| Protect Legitimate Agents as Well 
as Public Against Im- 
proper Practices 


| 


| Goumudachoner Dunham of Connecticut 
| Addresses Canadian Superintendents 
on State Regulation 


terests of the public to be the especial 


Commissioner Howard P. Dunham of 
insurance super- 


| Connecticut told the 
at their annual 


jintendents of Canada, 


: ; - , 
lconierence in Quebec Tuesday, that the 


|duty of the state insurance department, | 








September 2, 1927 


is strictly limited to proper purposes 
The first purpose is to secure by a rea 
sonable examination of any candidat 
for a license as agent the possession by 
him of a necessary minimum of know 
edge about forms and conditions of the 
kind of insurance business which he pri 


| poses to engage in, in order thus 


lare guilty of 


provide against ignorant misrepresenta- 
tions by him to members of the insu 
ing public. The second and more impor 
tant purpose is to hold over all insur 


|} ance agents the threat that their licenses, 


|,EXCLUDE IRREGULARITIES | 


vranted, may be refused re 
cancelled if thev themselves 
| practices which are illegal 
untair or otherwise against the public 
interest In order to make it certain 
that the action of the licensing author 
tics is not arbitrary and unjustified, ar 
is not a violation of the constitutional 


annually 
newal or 


| requirement of due process of law, a1 


Declaring the safeguarding of the in- | 


insurance laws and licensing system ot | 


a : 
|} Connecticut practically 


lsible to carry on any irregular or wild- 


make it impos- 


should provide that 
cancelled only afte: 


licensing law 

license may he 
notice and a hearing before the insur 
ance department, and that any perso: 
aggrieved by the refusal or cancellation 
of a license may appeal to the courts for 
relief.” 


SURVEY OF PRACTICES 
UNDER NON-MEDICAL 


(CONT'D FROM PRECEDING PAGE) 
three in 1924, thirty-four in 1925, twentv- 
six in 1926 and ten during 1927 

The statistics as to death and disa- 


| bility claims are not complete, as som 


cat form of insurance in that state. He | 
|spoke in part as follows: 

| Must Protect Policyholders 

| 

| “Connecticut, like other states, recog 


Inizes the wisdom of providing for some 
governmental supervision of the busi- 
ness of insurance. In one or another 
form. this business affects the interest 
of a large proportion of our people. Its 
benefits accrue often to persons in trou- 
ble or distress, whose interests appeal to 
right-thinking men for special sympathy 
and protection. It is generally recog- 
of the state to safeguard such persons 
(many of whom are helpless) against 
insolvency or unjust practices of insur- 
ers impairing the protection for which 
the insureds have paid. This duty appeals 
to us with especial force in the case ot 
insurance for which premiums ! 
been paid for many years at the sacri- 
fice of otherwise obtainable enjoyments 
and perhaps even of common comforts. 





| Meet on Unequal Terms 


medical examination. 


companies reported that suc! 
data was not available, while 
others made no report. The survey does 
not show how many non-medical poli- 
cies have been issued nor the ratio of 
claims paid on non-medical compared 


‘ 


with claims paid on policies issued after 


of the 
some 


| CONDUCT CAMPAIGN FOR 


nized among us to be a proper tunction | 


EDUCATION OF AGENTS 


Che held organization of the Ameri 


} can Central Life will take part in “Know 


i October, 
have | 


i}men.” A list of 


| “Moreover, since the parties to con- | 


ltracts of insurance often meet on very 
standing over against hundreds of thou- 
sands of inexperienced and badly in- 
formed individuals), it is also generally 
recognized in North America that the 
state should not only insist on a sound 
financial condition of all insurers doing 
business within its territory, but should 
also intervene to prevent and correct 
impositions upon the insured by am- 
biguous contracts or misleading repre- 
sentations or by manifestly unjust prac- 
tices of any sort. 

“It is certainly very desirable that 
| there should be uniformity of practice in 





lunequal terms (a few great corporations | 
| answered and 


ithe regulation of insurance. Any un- | 
necessary trouble or expense which we | 


cause to insurers by differences in prac 
|tices will inevitably increase the cost ot 


| insurance to the public, whose interests | 


jit is our especial duty to safeguard 
Avoid Abuses of Power 


|} “I am advised by philosophical friends 
Ithat all experience proves the existence 
of a tendency on the part of adminis- 
|trative officials to assert meddlesome 
powers to an extent not justified by the 
public interests. It is to be hoped that 
in conventions we insurance commis- 
sioners and superintendents may by 
friendly, informal conferences, if not by 
public criticisms, help one another to 


bureaucratic human nature is said by 
our candid friends to be especially 
prone, 
Licensing Is Beneficial 
“Our theory in Connecticut is that 
licensing of insurance agents is constitu- 
tionally permissible and beneficial if it 





— 


resist the autocratic tendencies to which | 


' 


your stuff” campaign during September 
and November. The campaign 
is designed to familiarize the company’s 
representatives with the new educational! 
book entitled “Fundamentals for Field 
15 questions will be 
mailed from the home office on the first 
day of each month to those agents who 
have previously pledged themselves to 
take active part in the project. Each of 
the three lists of questions is to bh 
returned to the home 

The answers to 
all questions are to be found in “Funda 
mentals for Fieldmen,” and a part of 
the requirement is that, besides answe: 
ing the question correctly according 
the book, the fieldman must cite the pas 
sage in the book which covers the exact 
point involved. 

All answers will be reviewed and 
checked at the home office and _ thos« 
men who make a grade of 70 percent o1 
better for the entire list of 45 questions 
will be eligible to an attractive cas! 
bonus during the first six months of 192s 
During the bonus paying period, eac!l 
man who previously qualified by attai 
ing a 70 percent grade will be expected 
to keep a record of all his business 
written, issued, and paid for. After eac! 
case, he is to show exactly how he ap 
plied selling aid derived fron 
“Fundamentals” to diagnose the appli 
cant’s needs, fit the coverage, and make 
the ultimate sale 


office within 30 days. 


some 


Pick Colorado for 1928 Meetings 


The Phoenix Mutual Life and th 
Great Southern Life have notified James 
Godard, Colorado state agent for tl 
Franklin Life and chairman of the con 
vention committee of the Colorad 
State Life Underwriters Association 
that they will hold their 1928 conve! 
tions in Colorado. 

Che Phoenix Mutual will meet in earl 
June at Colorado Springs while th 
Dallas company convenes at Troutdak 
June 19-21 
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EDITOR DOBBS SEES 
SOME DANGER AHEAD 


Makes Analysis of Life Insurance 
Conditions and Sounds Note 


of Warning 


JOT ABUSE POWER 


MUST 


Personal Contact with Policyholders 
Should Be Kept by the Men in 


the Field 


{ es D rs « 1 

nsurance I te weak re ”% 
the agency convention of the Columbus 
Mutual Life at Cedar FPoimt, ©., las 
veek called attention to the vreat 
vrowth of the business and along w 

pointed out some of the features 





COL. CHARLES DOBES 

Editor-in-Chief Insurance Field 
lation to the life msurance 
this time is the unanimous and ¢ 
astic approval which it 
from the leaders of thought and action 
human ac- 
ivitv—in statecraft, business and reh 
vion. It is no longer merely a business. 
It has debouched into fields where econ 
omists see in it the most perfect machin 
ery yet devised | 


by the mind of man to 
romote individual thritt Statesmen 


MIsmMess at 
} 


nthusi 


has received 


in every other department ot 


see in it the great social stabilizer It 
the valued ally or the teacher 
ethics 


Charles Evans Hughes Comment 


lypical of the endorsements of lit 
nsurance is the widely quoted remark 

Charles Evans Hughes betore the 
\ssociation of Life Insurance [resi 
lents in New York last December when 

e declared: “I believe there is no sater 
- better managed business in our coun 
y than yours.” 

Since this tribute is repeated with vari- 
tions by men equally eminent in other 
lepartments of life it would appear that 
ite insurance might fold its hands in 

ug complacency and rest upon laurels 
lready won. There is the temptation to 

nuplacency, also, in the facts detailing 
he stupendous growth of the business 
hin the past two decades 
Danger in Great Power 


When one thinks of an mstitution 
h eighty billions of insurance in force 
s dificult to 


issociate with it anv idea 


LIFE 


of weakness. No institution, however, 
ever becomes so big that it is free from 
the law which decrees that if there is no 
growth, decay will set in and end in 
eventual dissolution. We are not, as we 
were a score of years ago, fighting 
the idea of mere size, but thoughtful 
men have in all periods viewed with 
concern the growth of power and sought 
to devise rules and plans to insure that 
“Teat power shall be wisely and benet 
cently used 


Reom for Improvement 


In my judgment, it is with respect to 
the enormous power of the institution of 
life insurance that we must look for the 
most significant developments in the 
next two or three decades As Charles 
I. Hughes remarks, “there 1 
r better managed business in our coun- 
try.” but this fact remains that tl 


‘ 


generalization subject to 





tion that some of its many 

perfect exemplars of the principle of 
fiduciary responsibility which is the 
glory of the business as a whole. Whil 


life insurance is better in its ethical cor 
cepts than any business I know about 
it is still true that it has room for im 
provement so that it shall finally be 


proof” against the machinations of 


esigning men trom the inside: and so 

pregnably entrenched un righteous 
wractice that it shall be safe from the 
ssaults of vicious demagogy and radi 
calism from the outside 


(an Give Insurance Black Eye 


It is still possible for an individtial 
or a vroup of individuals, to give lite 
insurance a “black eve” in the estima 


tion of the public by unwise innovations 


of questionable wisdom or overweening 
competitive ambition. The mass is never 
nice in its discrimination If one great 
life insurance company should by any 
chance he convicted of morally loose 


administration it is not difficult 


ine the clamor which 


° 
to imag- 
would be set u 
¢ 


a : ; 
agains he whole business 


Armstrong Investigation 


As compared with other business, life 
nsurance a quarter century ago 
held the same relative superiorit as 
ideals and efficiency of management i 


it does today, but it doesn’t require a1 
memory to recall how 


the \rn strong investigation of 1905 in 


ee . } ; 
especial stretch o 


| New York rocked the institution f life 
insurance to its foundation Ever 
though the business in that day, as in 
this, was founded upon the rock, the 
hysteria of public condemnation almost 


| 


| 


+ 


lead im ar } 
resulicad mm an cCcononiic Catacivsn 


Must Keep Out State Control 


Not only must life insurance grow 
from the inside in 


a sense ol 
to its policvholders so that it may 


responst- 
continue to render its unique service t 
mankind, but must set 


so that it mav avotd the sinister shadow 


its house in order 


state control and operatio Like the 
poor always with us are those who are 
'readyv to raise the crv that when an in 
stitution has attained the dimensions 
and power enjoyed by life insurances 
today, it is unsafe to leave it in private 

nds 

Tl s is the wreatest perl of all, he 
cause we have overwhelming evidence 


to prove that state insurance ts a blight 
trom which it is the supreme duty of 
wisdom and foresight to escape 
Need Wisdom of the Serpent 

However, it is not enough that life 
insurance shall continue as well and ably 
managed as it is now, or as it will doubt 
less continue to be in increasing degree 
Unfortunately, the experience of all his 


tory demonstrates that “be thou as 
cnast« is ice and pure as snow thou 
shalt not escape calumny.” One of the 


essential requirements of the present, 
therefore, is that with the harmlessness 
of the dove, represented im the pure 
ideals of lite insurance, there shall be 
the wisdom of the serpent which shall 

a wise, statesmanly way take account 


the possibility of periods of public 
hysteria and proceed to make of the 
ever-mecreasing army of policvholders 


INSURANCE 
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DAY-O-GRAM 





Darby A. Day and Co-operation 


AN OPPORTUNITY TO SHARE IN THE BUILDING 
AND IN THE PROFITS OF THE WORLD'S 
GREATEST LIFE INSURANCE AGENCY 


Management of the Agency to be in the hands of a Board of 


SS) ee) 





OUR PLAN 





- 
-_: 


Directors consisting of eight agents and the executive manage- 
ment of the Agency. 


A general manager, assistant managers, statistician, librarian 
and several instructors of agents. 


A cooperative basis of profit-sharring in which the Agency 
Force will participate in 40% of the profits of the Agency. 


The first opportunity ever offered for an Agency Force to share 


in General Agency profits. 


OUR PLANT 





Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 


17,000 square feet. 


40 private rooms for agents. 
\ reception hall. 


A library in which every insurance publication in the 
United States will be available, including statis- 


tical tables and reference books. 


A clerical department with space for 75 clerks. 


Retiring rooms. 


Private rooms for five assistant managers. 


\ brokerage department consisting of a manager's 


office and telephone battery. 


\ medical department of three examiners’ rooms and 


laboratory. 


An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms. 


In short, the largest and most ambitious plans ever promulgated 
for the building and development of men in the Life Insurance 


Business. 


We are looking for high-class, capable men who can fit into 
this kind of an organization. 


If you are looking for the biggest opportunity ever offered in 
the life insurance field, come in and see us or communicate with: 


Darby A. Day 


Manager 


Illinois Merchants Bank Bldg. 
Central 6460 


The Union Central Life Insurance Co. 


Cincinnati, Ohio 


CHICAGO 
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an educated and disciplined force which 
shall stand like a rock against the con- 
tinually recurring waves of reaction and 
destruction, 


Educating the Policyholders 


This education of the policyholders 
cannot be accomplished by sending 
them an occasional printed slip to the 
effect that each policyholder is a mem- 
ber of the company. The reality of this 
membership must be driven home by 
wise and persistent propaganda which 
shall convince the individual policy- 
holder that his own economic fate and 
the prosperity and happiness of those 
dependent upon him are _ inextricably 
hound up in the preservation of life in- 
surance in its present status of a pri- 
vately owned and administered institu- 


tion. 


Personal Touch Ix Needed 


Such efforts as have previously been 
made to tie up the individual policyhold- 
ers with the institution of life insurance 
have been perfunctory in character, and 
possibly this has been unavoidable in 
view of that lack of personal touch 
which comes with the increase in size 
in any organization. When the personal 
touch is lost, the seeds of misunder- 
standing and disaster are planted, and it 
is the problem of business statesman- 
ship to see that there is some effective 
substitute for the f 
touch between the man in the 
office and the customer in the field. 


home 


Development of Agency Force 


This consideration confirms me in the 
opinion that the solution of this—pos- 
sibly—greatest of all problems, is to be 


found in the developme nt of the agency 
forces of the various companies. In 
fire insurance it is a familiar fact that 


not one policyholder in a_ thousand 
knows or cares about the company in 
which his insurance is placed. All that 


he knows is that his local agent is tak- 


ing care of his protection. To the aver- 
age property owner the agent is the 
whole institution of insurance. 
Agent Personifies the Institution 
This situation does not obtain to the 
same degree in life insurance, but he is 


certainly blind indeed who has not noted 
during the past 20 years the growth of 


the life insurance agent in those quali- 
ties which fit him to be not a mere sales- 
man but the competent counselor and | 
advisor of clients to whom he sells the 
dea of the practical value of the almost 
endless varieties of life insurance. In 
my opinion this tendency will steadily 
vain in momentum and we will gradu- 
illy approach a condition when to the 
iverage policyholder the agent with 
whom he deals will personify not only 
the company, but the institution of life 
insurance 
Agent WIIl Be the Medium 

In short, the agent is the channel 
through whom the oldtime “personal 
touch” must be restored. If this ts true, 
how vastly important it is that this 
uwency point of contact shall be one 
vhich is fit to reflect the purity and 
dignity of life insurance, and at the same 
time capable of enlisting the shrewd 
self-interest as well as the enthusiasm 
of the policyholder in the institution of 


which he is a part! 


This matter of public contact in my 
judgment is of such paramount impor- 
tance that every effort which scems to 
romise an improvement in the average 
quality of the agent should be encour- 
aged. Within the memory of many 
thousands now in the business we have 
ome up from a period of abuses in the 
iperation of the agency forces of 


scars and 
must be 


\merica which have left many 
survivals of practices which 
ompletely wiped out. 


Old Method Was a Scandal 


Without going into details with which 
eterans, at least, are 
worth while to note that the consensus 
of responsible opinion at present is that 
the old method of appointing untrained 


agents amounted to nothing less than 


is) 


loss of this personal | 


| pect 


| writers, 
; cess mm 


land 


familiar, it is | 


THE NATIONS AL _UNDERW RITE R 


an economic and moral scandal. As an 
irresponsible company executive may, 
by the abuse of power, reflect upon the 
whole institution of insurance, so may 
| the ignorant or reckless agent bring re- 
proach upon all his fellows. It should, 
therefore, be obvious that it becomes 
at once an economic and moral duty of 
all executives to see that the business 
is freed of the type of agent who is 
unworthy to serve as contact man, or 
liaison officer, between the 
and the public. 


Leadership Is Demanded 


Another aspect of the situation which 
it seems worth while to note is the pass- 
ing of the idea that any considerable 
body of men can operate without leader- 
ship. That company is fortunate indeed 
which can bring to its service a body 
of agents, each one of whom is a “self 


starter” and is able to manage his own 
activities As a whole, however, the 
best thought in the business is that 


whether agency forces are operated un- 
der general agencies, branch managers 
or contracts direct with home office, it 
is essential that the agent should be 
equipped with adequate instruction be- 
fore he is commissioned, and must con- 
tinue under a more or less close super- 





| about 
| agents in 


institution | 
| 80 to 


|}men who produce substantially 


| there is 
| age 


| inevitably 


|of the 


vision to the end that he shall employ 
his time to the best effect and cultivate 
those arts of salesmanship which experi- 
ence has demonstrated to be essential to 
success. 
About 200,000 Agents 

Our best information is that there are 
200,000 licensed life insurance 
America. Out of this number 
it is estimated that less than 20,000 pro- 
duce over 85 percent of the annual vol- 
ume of business. This means that from 
85 percent of those licensed are 
neither fitted by temperament, education 
nor training to serve contact points 
with the public. furthermore, 
among the fifteen thousand 
the en- 
volume of life insurance annually 
but an infinitestimal percent- 
of producers who are able to man- 
age their own time effectively. 

Two conclusions are plain. First, 
whole institution of life insurance will 
suffer if the agents are not 
properly educated as liaison officers with 
the public and, second, there will always 
be the necessity for a constant improve- 
ment in the art of leadership which shall 
result in the most efficient employment 
time and talents of individual 


as 
And, 


or twenty 


tre 


the 


agents. 

















“HAPPINESS INSURANCE” 


Unusual success has attended the | 
efforts of the John C. McNamara Or- | ! 
ganization here of the Guardian Life to 


“die to win” 
insurance 


“happiness 


kill the average layman's 
misconception of _ life 

means of a new rate card on 
insurance.” On this new simple rate 
card, figures demonstrate to the pros- 
that on the basis of present divi- 
dends and interest all his deposits will 
be returned to him as early as the 17th 
year if at that time he chooses his total 
cash equity under an ordinary life divi- 
dend accumulation plan. While not a 
new idea, 
used by the rank and file of life under- 
many of whom have 
translating the modern “life 
idea into clear and forceful sales 
This new card on “happiness in- 
” has no doubt had such a strong 


value” 
talks. 


surance 


appeal because it is based on the sound 
maxim that should guide and stimulate 
every modern agent: “Exchange the in- 
terest a man may earn for the sure cre- 
ation of a protected estate.” 
* * *: 
BUSINESS INSURANCE 
‘The growing custom of insuring the 


partners, proprietors and el 
tant officials for the benefit of the 

ness has been warmly advocated by 
National Association of Credit Men, 
it tends to stabilize an enterprise in 
emergency of a sudden and 
liquidating capacity,” reads a 


lives of 


as 


loss 
” 
creases its 


resolution passed at the association's 
annual convention this vear. “Life in- 
surance is very definitely a business 
asset and an element of great impor- | 
tance to the credit of a concern The 
death of a partner or of a directing 
genius about whom the success of the 
business has been built may be the 
cause of serious consequences unless an 
unencumbered fund is immediately 
available to span the uncertain period of 


proprietorship and to maintain the 


new 
confidence of creditors. Credit execu- 
tives should be fully aware of the great 


possibilities in partnership and business 
life me protecting 
business and 


insurance as a ans of 
strengthening 


ing credit.” 


estab- 


ACTUARIAL DATA ON ACTUARIES 


Why do the membership lists of the 
actuarial societies read so much like the 
honor roll of the St. Andrew’s Society? 
Jecause the Scots are naturally a math- 
ematical people, according to one of 
them who enjoys an international repu- 
tation second to none for his distin- 


guished accomplishments in the actuarial | 


AS SEEN FROM NEW YORK 


BY G. F. WILLISON, ———eE 


| field. 
| tional tradition that influences many of 


by | 


it is too little appreciated and | 


small suc- 


bust- : - 
the | creased population and of a large 
| of criminals made increasingly desperate 
the | 
in- | 





_ 


Scotland has a long na- 





Besides, 


There 
Actu- 


her sons to enter the 
is also the fact that the 


profession. 
Faculty of 


| aries at Edinburgh still provides what is 


| probably the finest training and educa- 
tion of its kind in the world. That the 
Scotch have had so much to do with 
the mathematics of the business may 
account in part for the fact that life in- 
surance can be bought at the lowest 
possible figure but never at “cut rates” 
at least, hardly ever, if we discount 


agent who has 
competitor. 


tales and wails of the 

lost a large case to a 
. + 7 

WALLIS RESIGNS CITY 


the 
just 


Prost 


Frederick A. Wallis, general agent 
here of the Fidelity Mutual, who has 
been commissioner of correction of the 
city since 1923 when appointed by | 


Mayor Hylan, has tendered his resigna- 
tion and it has been accepted, according 
to an announcement last week by Mayor 


Walker, who expressed his own and the 
public’s appreciation of the spirit and 
aiaeieiees of the program of prisoner 
welfare work adopted and put into op- 
eration by Mr. Wallis. In his regime 
all records were broken by reducing to | 


zero the net loss of escaping prisoners— 
a record accomplished in face of an in- 
number 


by the Baumes law requiring sentences 
of life imprisonment for habitual offend- 
ers. In accepting the resignation Mayor 


Walker expressed his hope that Mr. 
Wallis would continue to give the cits 
the benefit of his valued advice and as- 
sistance in the future 

* * 


JULTVENILE INCREASING 
“The extent to which insurance is be- 
ing taken on young persons in this coun- 


INSLERANCEH 


try may be judged from the fact that in 
one ‘ordinary’ company last year 12 per- 
cent of the policies were issued under 
age 19, these policies constituting 7 per- 
cent of the new business by amounts 
insured,” according to a recent state- | 
ment by a leading company executive 
here. Most of such policies are being 
written on college students, to serve two | 
alternative purposes—(1) if they live, 


students enjoy insurance protec- 
tion at a trifling (2) if they die 
prematurely, their parents are indemni- 
fied for the money spent upon their edu- 
cation. An increasing number of poli- 
cies, almost exclusively on long-term 
endowment plans, are being taken out 
by students with their alma mater 
named as beneficiary, the members of 
the various classes pooling their policies 


these 
cost: 





lon such policies, 


| time of a 
| life expectancy of the 13 life 


| Helen Sears, 


September 2, 1927 


instalment-paying 


this 
or 


to provide by - 
giit at the end of 20, 25 


plan for a class 


or 30 years. 
= * * 


TYPICAL AVIATION APPLICATION 


Recent events having stimulated great 
interest in aviation and aviation insur- 
ance of all kinds, some idea of how the 
life companies select their risks in the 
field may be obtained from the following 
application which the United States Life 
requires from all pilots or passengers in 


addition to their regular application 
blanks: ; 
1. (For pilot or passenger.) My past 


and present connection with aviation has 
been and is as follows: 

2. (For pilot only.) I have held and 
or hold the following described licenses 
to pilot aircraft: (a) description of li- 
cense; (b) by whom granted; (c) date 
when granted; (d) whether now current 
and valid. 

3. (For pilot only.) 
in piloting aircraft is as follows: (a) 
types of aircraft; (b) number of hours 
flown between one hour after sunset and 
hour before sunrise: (c) number of 


My experience 


one 
hours flown between one hour before 
sunrise and one hour after sunset; (d) 


where flying took place; (e) purpose of 
flights: (f) by whom observed; (g) | 
have not had any accidents involving 
damage exceeding $500 to the aircraft I 
have piloted or to myself or third par- 
ties, except as follows: 

4. (For pilot only.) Names and ad- 
dresses of all past and present employ- 
ers who have employed me as a pilot: 

5. (For pilot or passenger.) I con- 


| template making flights only in accord- 


ance with the following particulars: (a) 
on the following types of aircraft; (b) 
state whether aircraft used will be only 
of thoroughly approved type or whether 
they may contain any experimental or 
untried features of design or construc- 
tion; (c) flying only within the follow- 
ing geographical limits; (d) flying only 
for the following purposes; (e) if a pas- 
senger only, state if possible the name 
and address of owner of aircraft upon 
which flying will be done and name and 
address of pilot who will navigate the 


| aircraft: 

6. (For pilot or passenger.) State 
whether the following forms of flying 
will be done: (a) racing; (b) testing of 
new aircraft; (c) flying between one 
hour after sunset and one hour before 
sunrise; (d) flying beyond five miles 
from shore; if flying beyond five miles 


from shore is contemplated, state route. 

In signing applications, a passenger 
states his regular occupation and adds 
“aviation passenger” or “aviation pho- 
tographer” or other term descriptive of 


his occupation in respect to flying. 
Thus, a lawyer who flies frequently 
describes himself as “lawyer and avia- 


The premium payable 
according to the latest 
announcement of Barber and Baldwin, 
aviation agents of the United States 
Life, is the usual life rate plus an addi- 
tional rate depending upon appraisal ot 
the flying hazard involved. 
*> *+ * 


tion passenger.” 


NOVEL USE OF ACTUARIAL TABLES 


Dartmouth 
about 


In a decision by which 
College will ultimately receive 
$375,000 from the estate of Mrs. Helen 
L. Bullard, who left the college the re- 
mainder interests in thirteen trust funds 
established by her, Surrogate O’Brien 
ruled that the value of the Dartmouth 
remainders should be computed at the 
Mrs. Bullard’s death upon the 
tenants as 
shown in insurance tables. Counsel for 
the estate of the life tenant, Mrs 
an adopted daughter, who 
died three years ago, contended that the 
value of the Dartmouth remainders 
should be computed at the times of death 
of the life tenants. 


largest 


Old Line Life's Increase 

Rupert F Frv, president of the Old 
line Life of Milwarkee, announced at 
the meeting of the Star Leaders’ Clu!) 
at Lake Geneva last week that the in 
crease in paid for business so far this 
year is 25 per cent more than the same 
period of 1926 
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PROVIDENT MUTUAL WILL 
HOLD ANNUAL CONVENTION 


WO ORGANIZATIONS TO MEET ROYAL UNION LIFE | 


yies sows ell [INSURANCE COMPANY 
ter Million Club Session to Be Held 


at Colorado Springs DES MOINES, IOWA 





The Provident Mutual Life is holding 
the annual convention of its general 
agents at Colorado Springs, Colo., Sept. 
5-7, followed immediately’ by the con- 
vention of the $250,000 club, Sept. 8-10. 
The first actual session will commence 
Sept. 6 with Alfred Matthews, president 
of the General Agents’ Association, pre- 
siding. James H. Cowles, general agent 
at Denver, will give the address of wel- 
come to which Alfred Matthews, presi- 
dent of the General Agents’ Association 
and general agent at San Francisco, will 
respond. Franklin C. Morss, manager 
of agencies, will offer greetings. 





Looking Ahead! 


Approximately one-third of the 
possible prospects in every com- 
munity are children. 





Addresses Scheduled Royal Union salesmen may write 


children from age one day and 
up. The contracts automatically 
go into full benefit at age five. 


Vice-President M. Albert Linton will 
speak on “What the Provident Has 
Done For the Field and Our 1927 Pro- 
yram.” At the afternoon session, Dr. 
Charles H. Willits, medical director, will 
speak on “Insurance on Special Classes 
of Risks”; Leonard Ellsworth, general 
agent in Chicago, and Alexander M. 
Hammer, general agent in Boston, will 
lead the discussion on “Increasing 
Agency Production”; Boyd M. Ogelsby, 
general agent at Harrisburg, Pa., and 
Harper Moulton, general agent in Kan- 
sas City, on “Increasing Agency Pro- 
duction Through New Men”; Robert W. 
Creighton, general agent at Nashville, 
and Clancy D. Connell, general agent in 
New York City, on “Increasing Agency 
Volume Through Conservation.” 

The morning of Sept. 7 will be given Royal Union Life Building 
over to three group conferences for the Cor. Saventh ond Gren Ave. 
purpose of discussing the subjects pre- Des Melnce, lowe 
sented in the preceding day's program aieicaaaies 
and relative topics. These three confer- 
ences will be in charge of William J. 


Cardwell, general agent at Lexington, 
Ky.; Howard Johnson, general agent at 
Newcastle, Pa., and Henry C. Martens, 


general agent at St. Paul 


Sadia aimee eae INSURANCE COMPAN * 
The convention of the $250,000 club 


will open the morning of Sept. 9. Presi- 
dent Asa S. Wing of the company will Cc Uc ER P id 

present home office greetings aad Obed A. © T K , res ent 
W. Fell, special agent, will present 
greetings from the Colorado agents. 
Franklin C. Morss, manager of agencies, 
will be in charge of the installation of 
officers and introduction of members. 
ren minute talks on “Increasing Indi- : 
vidual Volume in Force” will be given E 
by Frank M. Harper of North Carolina 


Sydney A, Sherwin, Jr., of Buffalo, and E | EC 
Frank E. Colclough of Los Angeles. : L 
Vice-President M. Albert Linton i i 


will |] = 


conduct an open forum. F N ho U R A N 1 E 4 O M PA AN Y 
At_ the session the morning of Sept. E t 


10, F. Phelps Todd, assistant insurance i 
supervisor, will talk on “New Paths”; E ROCKFORD, ILLINOIS 





Our agents are backing up the 
popularity of these wonder con- 
tracts by steadily mounting sales 
—that’s the surest proof of the 
possibilities in this vast prospect 
field. 


























ee 

Charles A. Tushingham, educational E * ' 
supervisor, on “Retrospect and Pros- E Agency Openings In | 
a oe ee een, arenes ne ARKANSAS KANSAS | Write to 4 
of the General Agents’ Association, wi COLORADO MICHIGAN r 
give greetings from that organization. 


F ; MINNESOTA ‘ 
ee eee tat eit weraeen ee [TA| W) EEORIDA MINNESO FRANCIS L. BROWN, President 
Willard Ewing and J. Stinson Scott of |] © ILLINOIS NEBRASKA i 
ae te ae, eee ae INDIANA OHIO Rockford Life Building Rockford, Illinois | » 
1 os neelies agency, vice-presiaen : IOW A rENNESSEE 














of the $250,000 club, will preside at the TEXAS | 
session given over to a series of ten ' i 
minute talks by various leadin ro- ; - * 

j ; gt E +m gpa gga ere ener ere SILT ed Ne 
ducers. Fee LT reve 4 NN 








—————_—_—___§ nan aanaunuennnnnnuennnnnnnse 
Two Conventions in Colorado * 














i ~ 

Colorado will be host to two life com- The A & H Review * an = 
pany conventions in the next two weeks. Is THE ALTH — For Real News p "7 
The People’s Life of Indiana meets at T AND . 
fromsdsts te the. Flees, Sept. 05, whe |] “OCanes ADD ESS = Read the Announcement on Page : 
the Provident Mutual Life convenes at 92.00 A YEAR CHICAGO - e 
a oe ee oe nee eee TTITITITTTIIITIITL LLL LLL 
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MAJOR THEME TAKEN 
UP AT EACH SESSION 


AGENTS’ CLUB IN CONVENTION 


Builders Club of Ohio National Life 
Meeting at Conneaut Lake Park 
This Week 


CONNEAUT LAKE PARK, PA. 
Sept. 1—The annual meeting of the 
Builders Club of the Ohio National Life, 
the organization of 


leading producers, 


will be concluded here today. The con- 
vention opened Monday morning, pre- 
ceded by a dinner Sunday night The 
convention sessions were each devoted 


to delinite themes, the first being “The | 


Agent and His Profession,” 
“The Agent and His 
“The Agent and His 


the second, 
Training.” third, 


Client” 





and the | 


last, “The Agent and His Work.” Talks | 


were given by officials of the company 
and leading producers in the field. Free- 
ian Essex, president of the Builders 
Club, gave the opening address, this be- 
ing followed by talks on the life insur- 
ance profession in general, amone them 
one by S. J. Blashill, secretary of the 


company. T. W. Appleby, 


| this 


president of 


the company, spoke on, ““¢ Jpportunities | 


at the opening of the second session. the 
balance of the session being devoted to 
a discussion of the 
agents. At the 


training of the 
luncheon on Tuesday, 
Senator S. D. Fess, United States Sen- 
itor trom Ohio was the guest and 
speaker E. E. Kirkpatrick, superin- 
tendent of agencies, and Walter Schmidt 
counsel for the company, 
of the company leaders in the field 
spoke on Wednesday. Today's program 
calls for an open forum discussion, the 
election of officers and the final address 
by R. H. Longwell Che convention 
will adjourn after today’s luncheon 


and a number 


THE 


NATIONAL 


UNDERWRITER 


T. LOUIS HANSEN—AN APPRECIATION 


BY WALTER E. WEBB 
Vice-President, National Life U. 8S. A. 


Surely, none of us knew 

the truth of this quotation would 

be so fully borne out at the recent con- 
vention ot the field organization of the 
Guardian Life at the Edgewater Beach 
Hotel in Chicage. At that convention 
it was the good fortune of Charlie Cart- 
wright of THe Nationa UNbERWRITER 
and myself to be called upon as local 
men to extend a word of greeting to 
those assembled. Somehow, we tried to 
diligently do our parts and we are both 
thankful for having had the privilege to 
attend what proved to be the last con- 
Louis Hansen was destined 
agency executive of his 


66 N the midst of life we are in 
death.” 


vention T. 
to grace as the 


company 
* 


T. Louis Hansen has passed on—most 
certainly to a great reward. 

He was a man richly experienced in 
business He was loyal through 


and through to his company and_ his 


PLAN ENTERTAINMENT FOR 
COMMISSIONERS’ CONVENTION 


CINCINNATI, Aug. 31.—The com- 
mittee arranging entertainment for the 
Insurance Commissioners’ Convention, 
which meets in Cincinnati Sept. 26-29, 
met Monday of this week to complete its 
plans. The convention will open Tues- 
day morning. Tuesday afternoon the 


convention attendants will be taken on 
an automobile ride over Cincinnati and 
the same evening will be guests at a 


given at the Gibson 
hotel. Wednesday morning, while the 
convention is in ladies attend- 
ing the convention will be taken to the 


dinner dance to be 


session, 


| famous Rookwood pottery in Cincinnati 


field associates. His task was not an 
easy one. He at all times discharged 
the responsibilities of his high office 
without fear or favor and inspired the 
respect, esteem and affection of his as- 
sociates. 

He was a man whose head and heart 
guided him through his daily work. 


* 


In the death of T. Louis Hansen we 
are impressed with the life of a man who 
devoted himself whole-heartedly to a 
cause—his company—and achieved a 
success worthwhile. He spent himself 
in dutv—the good that he has done will 
live after him. 

He is lost not only to his company 
but to the vocation of life underwriting 

in which he occupied a foremost posi- 
tion because of his integrity, breadth of 
character and human 


country club will keep the visitors enter- 
tained Thursday afternoon and evening. 
Burgoo will be served at this outing. 


Frank H. Freericks, secretary of the 
American Druggists Fire, has been 
named to serve on the general enter- 
tainment committee. Members of the 


committee are to meet again Sept. 26 to 
check over all plans and 
make sure that everything is ready for 
taking care of visitors, 


convention 


convention 


! 
| 
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LEVIES INCREASE WITH 
EXPANSION OF BUSINESS 





CANADIAN LIFE TAX FIGURES 


vision, rugged 
qualities. 
He will be missed. 

_and then to the Cincinnati Zoo, where 
luncheon will be served. From. there 
they will be taken to the Ohio river 
wharf to board a steamer which will 
take the entire convention on an after- 
noon and evening ride down the Ohio 
river and back. A buffet luncheon will 
be served on the boat. A visit to a| 


Report for 1926 Shows Total Over 
$3,C00,020—Higher for United States 


and Canadian Companies 


ONT., Sept. 1.—In 1926 
the taxes on life insurance business 
Canada in percentage to premium in 
come were somewhat higher for Unite: 
States Canadian companies and 
lower for British companies. The 
higher rate is probably due to expansior 
premium income. The 
1926 shows the lit 
portion to. pre 


OTTAWA, 


and 


in the companics 

following record for 

insurance taxes m= pr 
mivim mecome 

Pet. of 

Taxes tu 

rem Income 

(‘os Income 

. & 2.331.443 $802,965 1 

British Cos SRR NLS 67,640 1 

Canad. Cos.172,588,102 2,875,058 1.66 

(All 

Ihe 


States 


(‘os $53 






Business) 

taxes pail in 
British companies on 
Canadian business amounted to 
605. What i the taxes paid 
by Canadian companies was on Canadiat 
business is not given but it would seem 
that the taxes paid in Can 
British and Can 


would be over 


United 
thei 


SS7O. 


1926 by 


and 
proportion 
to say 


United States, 
companies 


sate 
ada by 
adian lite 
5.000 000 


Honor President Whitfield 


The International Life has launched 
a special campaign im September to 
honor President W. K. Whitfield. 


\ll prizes are to be awarded on a 
point basis, each $1,000 ot paid-for bust 
ness to represent one point. Agents will 
not be limited to one prize but may s¢ 
lect as many of the articles offered as 
the total number of points scored dur 


ling the month will permit. 
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Service to Agents 








Openings in 
OHIO 
MICHIGAN 
INDIANA 
ILLINOIS 
MINNESOTA 
IOWA 
MISSOURI 
KANSAS 
OKLAHOMA 
TEXAS 
CALIFORNIA 








A. L. HEREFORD 


President 








spends in solicitation. 


ment buving is here to stay. 
where other plans fail. 


Serve and Succeed With The 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


Why not investigate ? 


SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 


Undoubtedly the agents in the field are the very life blood of a company. To have 
a happy, contented, prosperous and money-making agent the company 
must be behind him. 

We stand squarely back of our agents at all times. 
ever is best for the producing agent is also best for the company. 

We try to equip our Agents so that he may earn a commission from the time he 

Certainly no commission can be earned where no 

application is taken or on a rejection, therefore our company sincerely tries 
to issue a policy on every application. 

Our policies are fair and liberal, the net cost on a low, competitive basis. Besides 
the Standard Policies, we have a few specials, notably ou Preferred Risk 
Low Cost Ordinary Life. 

Thirty-two years’ experience with Monthly Premiums has taught us that install- 

Our $1.00 a Month Policy zets the business 


It is our attitude that what- 


Superintendent of Agencies 

















wteaa 











September 2, 1927 LIFE INSURANCE EDITION 


- 
we 








FORESEE TROUBLE WITH 
BANK INSURANCE AGENCIES 


HAVE ENORMOUS ADVANTAGE Our Agents Have 


Louisville Financial Institution With 
Aggressive Life Department Shows 


Menace to Present System A Wider Field— 
LOUISVILLE, Aug. 31—The bank An Increased Opportunity 


agency argument that has long been an 
ictive topic of discussion in fire insur- 
nee circles may spread to life insurance, Because We Have 
it large city banks are going to pursue 
such tactics as are reported by a life 
special agent, who stated that one of 











the banks had a special life insurance General Age Limits 0 to 60. 
solicitor, who, armed with facts and fig- ° A "het 
ires, which could be taken from ac- Non- Medical ge Limits 0 to 45. 
counts of the bank, was in position to as = i 
go to bank customers and advise them Policies for substantial amounts (up to $5,000) for Children on 
Se ey ee ee ee ee variety of Life and Endowment plans, thus enabling parents to 
Such a solicitor with an open book of buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
the assured’s loans, financial condition, Semi-annual or Quarterly Premium plan 
yusiness, business dealings, etc., perhaps . 
even his statement to the bank, could * is : ° .s : * 3 * 
certainly talk cold turkey. He would Participating and Non-Participating Policies, Medical and Non- 
ilso have an introduction as a represen- Medical. 
tative of the bank that the life insur- : . 
ance agent could not hope to have. Same Rates for Males and Females, Medical and Non-Medical. 
When he presents his card _as a repre- 
mrp pF Bay ba meee oP Double Indemnity and Total and Permanent Disability features 
business man is not going to turn down for Males and Females alike, Medical and Non- Medical. 
n audience to the banker, whom he . 
badly needs in his business. Standard and Substandard Risk Contracts. 
Gives Effective Opening « . ‘ ‘ o 
thie dis alin tiie aaa ia ane Our Class C Senior Agents may write Non-Medical Applications 
state that he is from the insurance de- for as much as $3,000. 


vartment of the bank, and that this or 


that omen had suge aed tat it_ would We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
” good business tor the depositor to 4 4 4 

cis cae caidas le Secon aeatene Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 

tion to be in the clear. The solicitor S. D., W. Va. 

could go ahead and show where he had 
inalyzed the depositor’s or borrower's 
iccount, and suggest that he take out a 

certain amount of coverage. The rest 

vould be quite simple. Ii the borrower THE OLD COLONY LIFE INSURANCE COMPANY 

needed the bank he wouldn't feel much 

like turning down the proposition, espe- 

cially where he was shown that it would of CHICAGO, ILL. 

be excellent business to carry enough 
verage to protect all of his operations. B. R. NUESKE, President 
Of course, there are a lot of borrow- 
rs who are in good shape financially, 
ho are in position to turn the bank 


— —_ a oe ee hegg Flin} The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
oans Cise ere Ss Cas), owever,, ? e 7 9 e “ . : 
to get old customers to leave a bank through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 


that has been handling their affairs for 
vears. Of course, the bank is generally 
vell protected, or wouldn't make the - 
loans, but banks have gotten customers - , 

nto the habit of feeling that the bank 


s doing them a big favor by allowing ’ ? 

money, frequently while carrying a ; ; 

fairly good open balance that is not That question is in the mind of every am 
bitious man. It's in your mind 


drawing interest. li the answer does rot satisfy, it will : - ; 
he ans does rot satisty, ll pay you 
‘ Writes Large Volume to learn the advantages of a life underwriting y 1 d WM 1 C D S C r O l t L H S 


’ 
contract with Fidelity 





























The special agent stated that he hap- , we cg eee i we tay ong = 
ened to know that this particular bank | Sy""* a Benning ving hes - Lagoon Sowell Old e | have al | f Hemiy ; } 
‘e ease. plan. It operates ty states on a full leve d enough to have established itself firmly among the 
wrote $300,000 worth of life insurance | net premium basis wit! we than $70,000.00) in ‘ “ ‘ 


1 a single month, and he was of the | assets and over $343,000,000 insurance in force most progressive life insurance organizations; yet young 
More than 36,000 direct leads a year . 
from Head Office lead service 


pinion that the solicitor was a flat sal- enough to maintain a personal interest in each of its agency 


ry man, which meant that the bank 





was reaping a fine profit on its life in- veek, eee ey Ceres, fave } men. 

surance operations, brokering the bust- PHILADELPHIA These facts mean much to you if you contemplate enter 
ness with one of the smaller life com- Walter LeMar Talbot, President sae op ocggg. 

panies, which, of course, would be glad ing the profession of life insurance salesmanship or if vou are 
to get it, even though it wasn’t coming | —.— sceking a new opportunity. 

through the usual channel. This special = ne ; 

iwwent had one client who had planned Desirable territories available in the State of Michigan 


place some business with him. When 


he went back to see him the client told DON’T MISS i R | | |: 
him about the bank proposition which DE I IF 
The particular READING 


had been made to him. 
client was one of those fortunates who 14 
didn’t happen to be at the mercy of his PAGE INSURANCE CO M PA N y 
banker and the special agent killed the 
IF YOU WISH ‘‘The Company of Service’’ 


bank proposition. 
Passes $900,000,000 Mark TO DIGNIFY M. E. O'Brien, President 
YOUR BUSINESS 2210 Park Avenue Detroit, Mich. 


The Connecticut General Life recently 
passed the $900,000,000 mark of insurance 
in force. The company had practically 
£850,000,000 in force at the end of 1926 


















































YiiM 








“It dignifies your business” 


the new 


STANDARDIZED 


DALL WIG connscs RECORD 
Improved Record Sheet 


A NEW s Attractive Binder 


] Low Price 


Now you have the opportunity of obtaining an 
improved DALLWIG RECORD at a price made pos- 
sible only through standardization and due to the 
sales volume we have now attained. 


There is now but one DALLWIG RECORD Outfit—the 
NEW Standardized Dallwig Policy and Commission 
Record. From the demand for Dallwig records we have 
evolved a NEW Standardized Record Sheet which is 
so simple that an instruction sheet is unnecessary and at 
a price which will suit every purse! 


Think of it—a com- 
plete DALLWIG 
RECORD Outfit —the 
system that prominent 
underwriters every- 
where have hailed as 
the last word— 
consisting of 50 new 
improved record 
sheets, an especially 
ruled 48-page rein- 
forced index to policy- 
holders and _ policies 
and a new exception- 
ally attractive full 
leather finish sectional post binder—with your name 
stamped in gold on the front cover—all for a price less 
than your commission on a $1,000 ordinary life case! 





We want you to have the whole story—its worth while 
— if it wasn’t, The National Underwriter would not ac- 
cept our advertising. So send the Coupon today. NOW 
—before you turn the page. 


P. G. DALLWIG 


Exclusive Distributor 


231 South La Salle Street, Chicago 


"pinata taal nate acaiaeictiasinaaciaeaainaiaias 
j P. G. Dallwig, | 
Exclusive Distributor, I 
1 231 South La Salle St., i 
1 Chicago. 
! Send me the whole story about the New Standardized Dallwig Policy ] 
{ and Commission Record. ] 
! l 
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AGENTS WANTED EVERY WHERE! 


THE NATIONAL UNDERWRITER 


| PLACE ALL ACTIVITIES 
| UNDER ONE SUPERVISOR 
| oe 


CHICAO BRANCH EXPANDING 


| Acacia Mutual Life Office Taking on 
New Space and Consolidating All 
Offices There Under Stamm 


Effective Sept. 1 all the Chicago oi- 
fices of the Acacia Mutual will be con- 
solidated under the management of Leo 
R. Stamm, supervisor of the Chicago 
cistrict. The business has grown to 
such an extent that it now requires more 
centralized: control. The plan is to have 
several wnits, cach in charge of a man- 
ager. These will be appointed between 
now and Jan. 1. 

The Chicago branch now has more 
than $25,000,000 of business in force 
and has outgrown its present quarters 
in the LeMoyne building. About Sept. 
6 the agency is mothing to the 18th 
floor of the new Lake-State Bank 
building. 

This expansion program was devel- 
oped and put in operation during the 
visit of President Mongtomery to Chi- 
cago recently. He was greatly im- 
pressed with the progress and personnel 
of the Chicago branch and congratulated 
Manager Stamm on the results achieved. 

The production of the Chicago branch 
increased over 60 percent during the first 
seven months of the year over the same 
period last year. A remarkable record 
was made in conserving old business, 
the increase in this respect being over 
300 percent. J. F. Surridge was put in 
charge of this department, and by a 
unique system of personal contact was 
able to accomplish these results. 

This year, for the first time, the Chi- 
cago branch broke into the million-a- 
month class and, with the larger agency 
plant and plans that are being put into 








production of $1,000,000 a month can 

be maintained. 

ROBERT A. HANN GOES TO 
MOUNTAIN STATES LIFE 


Robert A. Hann, consulting actuary 
of Chicago, has been appointed assistant 
to the president of the Mountain States 
Life of Hollywood, Cal. Mr. Hann be- 
gan his business career as a mechanical 
engineer. He is a graduate of the Stev- 
ens Institute of Technology. He entered 


the Equitable Life of New York in the 
actuarial department, remaining with 
that company 16 years. He became ac- 
tuary of the Colorado insurance depart- 
ment and later became connected with 
the Ohio State Life. In 1916 he re- 


office in Columbus, O., as consulting 


construction division of the army in 
1918-19, and after his discharge from the 
army re-entered the insurance field as 
vice-president and actuary of the Ameri- 
can Bankers of Chicago. Mr. Hann is 
a brother of A. G. Hann, who is a di- 
— and actuary of the Pacific Mutual 
ie 


Guaranty Life Picnic 

The annual picnic of the officers 
home office force and directors of the 
Guaranty Life of Davenport is to be 
held at Davenport this week. L. J. 
Dougherty, general manager, also an- 
nounces the annual agency meeting of 
the company will be held in February 
of next year instead of this fall, since 
next year is the silver anniversary of 
the company. 


Continental Assurance Convention 


The agency convention of the Conti- 
nental Assurance of Chicago will be 
held at the Stevens Hotel in that city 
Oct. 6-8. The arrangements are in 
charge of Vice-President Glenn F. Clay- 
pool. 





operation, it is expected that a regular | 


the insurance business in the service of | 


signed from that company to open an | 


actuary. He served as an officer in the | 


September 2, 1927 


PRESIDENT SNELL OF 
MIDWEST LIFE IS DEAD 


| 


| WAS A CONSTRUCTIVE FACTOR 
Organized the Lincoln, Neb., Company 
and Has Been Its Head 
Since It Started 


LINCOLN, NEB., Sept. 1—N. Z 
Snell, president of the Mid-West Liie 
of this city, who has been ill since last 
| April, died at his home here yesterday. 
Mr. Snell was a native of Missouri, born 








N. % SNELE 
President Midwest Life 


| Aug. 25, 1860, and had lived in Nebraska 
since the early years of his life, receiv- 
ing his education in the public schools 
of this state and at the Nebraska State 
University. He served for two years as 
president of the Alumni Association 
that school. 

He has been active in life insurance 
affairs since 1898, when he became at- 
torney and director for the Securit) 
Mutual Life of Lincoln, serving in that 
capecity until July, 1903, when he be- 
came president of the company. He 
organized the Mid-West Life in 1906 
land has been president ever since. He 
|had been the primary factor in the 
growth of that company, which now has 
more than $23,000,000 insurance in force 
Its business was increased very mate- 
lrially by the purchase in 1924 of the 
| Lincoln Life of this city, which added 
| about $2,000,000 insurance on its books 


Home L?fe Men on Tovr 


Fighteen members of the agency torce 
| of the Home Life of Arkansas left Litth 
Rock, last week on the third annual 
excursion of the Two Hundred Thou 
sand Dollar Club of the company to visit 
| Denver and nearby points in the Rock) 
Mountains. The party, including several 
members’ wives and numbering about 
25, was absent one week. 

Vice-president J. J. Harrison 
sented Governor Adams of Colorad 
97'> pound watermelon while the parts 
was in Denver. Governor Adams said 
“There seems to be a lot of water in this 


melon | hope we can allocate this 
water equally. I’m sure there is enough 
for everybody.” He was alluding to t 


| meeting of seven governors of states 1 
terested in river legislation All the e 


ecutives shared equally in the hue 


melon 


HAVE COURAGE 
Keep a brave spirit, 
never despair 
Hope brings your messages 
Through the keen air: 
(jood is victorious, 
| God, everywhere 


~ 
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NATIONAL LIFE U. S. A. 
AGENTS’ CONVENTION 


Chicago Company Held First 
Regional Meeting at Signal 
Mountain 


WEBB WAS IN CHARGE 


Many of the Old Time Leaders Were 
Present and Took Part in 


Proceedings 
The National Life U. S. A. held the 
first of three regional conventions Aug. 
"4-26 at Signal Mountain, Tennessee, 


the session including in the main rep- 


resentatives from the eastern and south- 
eastern states. 

The home office party included Vice- 
President Walter E. Webb, who was in 
charge of the meeting: Vice- 
President and Medical Director Walter 
\. Jaquith, Assistant Secretary John C. 


general 


B. Parker, and Agency Supervisor A 
W. Jackson. 
Old Timers Present 
Che convention was unique in that al- 
though a regional meeting, it was at- 


tended by a number of men of the field 
organization who have been factors for 


vears in the growth and development 
of the National Life; such men as 
James S. Barrow of Kansas, who has 


had great success in developing college 
men and whose agency is composed 
largely of men whom he interested and 
began to develop as part-timers while 
still undergraduates; Benjamin F. 
Maxey of Pennsylvania, for many years 
a National U. S. A. leader: “Uncle” 
john Rudolph of Florida: Harry T. 
Sawyer of Pittsburgh, who has been 
with the company for many years: 
Frank E. Davis of Georgia, human 
dynamo, and Lee Parker of North Caro 
all of whem have developed splen- 


the 


lina, 


did organizations 

John C. B. Parker, assistant secre 
tary, had for his subject “Factors for 
Success in the Life Insurance Busi- 


ness.” He pointed out that while some 
men failed to make the proper start, 
either because of lack of cooperation on 
the part of the company or the general 
agent and proper educational methods, 
many of the men who remained in the 
business, were really failures because 
they were content with hali-hearted re 


sults instead of capitalizing fuly on 
their energy and_ ability He ex- 
plained that the difficulty with this 
group lay within and could not be 
blamed on external causes 


Agency Leaders Spoke 
John Darby of Alabama made talk 
nm “How to Sell Farmers.” and was 


followed by John Kane of Pennsyvania, 
whose subject was “Objections to Life 
Insurance and How to Meet Them.” 
Then J. E. Odum of Georgia gave a 
talk on “The Dotted Line and How to 
Close.” Benjamin F. Maxey of Penn- 
svlvania followed next with a discussion 


ot the “National Five-Point Policy.” 
[The morning session was concluded 
with an address by Dr. Walter A. 


Jaquith, vice-president and medical di- 
rector, who had for his subject “A Plea 
to Agents for Closer Cooperation With 
the Home Office in the Selection of 
Risks.” Dr. Jaquith pointed out some 
of the difficulties which arise when an 
igent fails to furnish all the facts in 
his possession to the home office, and 
does not understand or appreciate what 
the company is attempting to do in 
continually widening its sphere in under- 
writing and the selectionof risks. 
“Why Agents Fail” was the topic 
handled by Home Office Agency Super- 
visor A. W. Jackson, who pointed out 


| “Insured 


the pitfalls which beset the man with 
for their 


the rate book, the reasons 
shortcomings, and how to surmount 
them. 

E. J. Hyde, Jr., vice-president of the 
Retail Credit Company of 


Atlanta, 
next spoke on inspection reports. E. L 
Almand, the next speaker, has long 
been a standby in the National's Georgia 


organization, and the points which he 
broughtout under his topic, “How to 
Sell Women,” were practical. J. F 


Carswell spoke on the subject of “Life 
Insurance, What It is and What It | 
Does.” 

James S. Barrow gave one of the out- 
standing addresses of the day, pointing 
out many of the factors which have 
made it possible for him to develop one 


of the leading organizations of the 
company during his 23 years of asso 
ciation. 

Mr. Barrow was followed by Frank 


E. Davis of Georgia, who has developed 
one of the largest organizations in the 
National's field forces. 


Webb Pointed Out Pitfalix 


rhe business luded 
with an 
Webb, who 
which beset 
business, and 
success. 
Vice-President Webb was toastmaster 
at the banquet and he called first upon 
Mr. Parker, assistant secretary, who 
brought out the fact that sometimes at 
conventions the large outstanding pro- 
Cucers were featured, to the discourage- 
ment of the modest writer, whereas the 


session Was con 
Vice-President 
pointed out the  pitialls 
men in the life insurance 
the factors which lead to 


address by 


small producer should be considered 
just as successful as the large writer, if 
he is developing to the fullest extent 


' 


his own individual energy and capabili- 
ties. 


Agency Manager Maxey offered a 
resolution that both Chairman A. M 
Johnson and President A. D. Lay let 


nothing prevent 
great 60th anniversary 
Washington next vear 

James S. Barrow made 
of particular interest to the 
men, pointing out that in 
successful and accomplish anything 
worth while, it is necessary for a man 
to be patient and work hard and stead 
fastly even though his efforts go for a 
time without recognition 

Dr. Jacquith was the 
and as wsual his words 
message to 


their attendance at the 
convention at 


a stirring ta 
young 
order to be 


Ik 
eT 


| - 
speaker 
1 


next 
caried a 
present, his theme 
bringing out the idea of helpful co- 
operation and team play and unity of 
action. The banquet program was con- 


rea 





those 


cluded with a scholarly address from 
Vice-President Webb 
Minnesota Mutual Convention 
air Minnesota Mutual Life held its 
annual agency convention at lexan 
dria, Minn., this week, with more than 
100 agents attending trom 25 states 
Sam R. Weems of Texas was con- 
vention president and presided over the 


opening session. Les Livengood, Illi- 
nois, and Fred W Allen, Minnesota 
shared with Mr. Weems the honor of 


presiding at the other 
President E. W. Randall gave the ad 
dress of and A. O. Ehason, 
Minnesota general agent, responded 
Investments” was the subject 
vy Ray P. Cox, manager 


agencies 


two sessions 


le 
welcome 


of an address by 


of western 


Among the round table topics dis- | 
cussed were “The Sales Idea That | 
Brought Me Here”: “My Best Con- | 
servation Idea": “Writing Old Policy- | 
holders.” } 


Two Agency Parties Meet 


It so happened that at Yellowstone 
National Park last week the agency | 
forces of the Northwestern National of 
Minneapolis and the Mutual Trust met 
for a half hour or so at Mammoth Hot 
Springs Lodge. Both President O. J 
Arnold of the Northwestern National 
and Vice-President Carl Peterson of the 
Mutual Trust were carefuly watching 
each other However, none of the 
agents were induced to switch com- | 


| panies. 


LIFE INSURANCE EDITION 











The Direct Agency System a Success 
One Hundred Millions in Force 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 


and a half (19%) years. 


Our business has all been written direct through our 
THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 


own agents. 


other companies. 


“TWO HUNDRED MILLION IN ’32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


58@ E. Broad Street, Columbus, Ohio 
D. E. Ball, Vice-President and Sec’y. 


Cc. W. Brandon, President 

















ee 


Home 


Armour Boulevard and Main Stre 


CNidland Lite 
Insurance Company 


Kansas City, Missouri 


There are men selling life insur- 
ance today whose present opportu- 
nities are limited but who have real 
futures. They are experienced, 
write a good volume of business 
and can handle men. But they must 
have a better deal before they reach 
full earning capacity. 


Many deserve to be and should 
succeed as general agents or district 
managers, especially in productive 
fields, representing a sound, grow- 
ing company. 


Daniel Boone, President 





Office 


If you are qualified, make your- 
self known at once to the Midland 
Life, a solid, progressive company 
with $33,000,000 insurance in force 
—a company that meets competi- 
tion in all standard forms of policies 
and actually cooperates with its 
field forces. 

There are choice openings in 
Denver, Sedalia, St. Joseph, Wich- 
ita, Salina, Dallas, San Antonio and 
elsewhere. 

Take the first step toward a big- 
ger future today. Address your let- 
ter to the undersigned personally. 
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Death of Two Prominent Officials 


THERE 
mantic characters in life 
week, men 
industry, 


died last 
heights by 
of duties and intelligent 
refer to Joun C. 
the EureEKA-MARYLAND 
Baltimore, and T. Louis | 
president of the GUARDIAN 
of its agency organization. 


Insurance 


faithful 


were two interesting and ro- 


who reached the 
discharge 
ambition. We 
MAGINNIS, president ot 
ASSURANCE of 


IANSEN, vice- 
Lire and head 


Both men started way down the lad- 


der. Mr. HANSEN was a n 
mark, came to this country 
the actuarial department 


GERMANIA Lire, which late 


ative of Den- 
as a clerk in 
of the old 
r became the 


who 


MAGINNIS 
from a small town in Pennsylvania and 


GuarMiaAN Lire. Mr. sprang 
started as a soliciting agent of the Pru- 
DENTIAL. In case of both men, most dis- 
similar in personality and training, there 
were attributes that spelled success. 
Both belonged to that class who worked 
They 


consistently and persistently. 


pluggers. They did everything at 


hand with the best of their ability and 


were 
sought to do more. Both became valu- 


able to their organizations. They were 
stuff that 


Their careers should be an 


made of the wins over all 
obstacles. 


inspiration to others. 


A Statistical Picture 


The story of a decade of 
is strikingly shown in a sta 
of the business 
doubling and trebling of va 


the financial statement. 


since 19] 


merely representative of the 
insurance throughout the country 


the army of policyholders ai 
the important place now hel 
institution in the economi 
makeup of the country. Th 
surance written and money 
aggregate of the funds | 
holders and beneficiaries, tl 
now standing behind the poli 
antee of the protection a1 
element, all combine to gi 
picture of life insurance. 

ment in the past ten years o1 


items is shown in the 


recently compiled by the 


showing the totals by year 


These 


following 


life imsurance 
tistical review 
7, showing a 
rious items in 
items are 
effect of life 
among 
1d they tell of 
| by this great 
c and social 
e¢ totals of in- 


invested, the 


maid to policy- 


w great sums 
cies as a guar- 
id investment 
ve a forceful 
The develop- 
1 these various 
tables 
“Spectator,” 


s and the in 


crease over the decade in various impor- 


tant items in the financial st 
Ordinary Insuran 


Amount Written 


Year and Paid For 
ae “« : $13,285,218,62 
1925 11,816,746, S01 
1924 10,650,071,748 
1923... ii 9,320, 890,348 
eer 7,506,249,499 
1821 oe 6,787,343,731 
1920 8,489,970, 668 
Beee «+s 7,010,111,469 
1918. 3,987,715,219 
|) ore 3,840,133,213 


Increase in 10 
years..... $10,072, 126,822 


*Includes group 
Admitted 






Year Assets 

1926 .......$12,924,656,748 
1925. : . 11,537,614,609 
1934 .. 10,499,040, 297 
ae” “een 9,454,620,793 
SE ccewes 52,318,490 
1921 7,936,496,844 
1920 7,319,997,019 


atement 
ce* 


\Vimeunt in 
Force 
$64,793,394,122 
58, 866,069,095 
51,520, 763,378 
16,696, 277,874 
41,404,191,102 
7,977, 280,586 
35.091,538,279 
29,273,114, 680 
24,167,111,902 
21,965,594,232 










$44,925,123,781 
Surplus 
Funds 
,3BS 
020 


2,190 
1,027, 400. 641 
956,704,941 
806,521,968 
743,026,692 


Admitted Surplus 





Yeur Assets Funds 
a 6,790,582,415 729,431,619 
ee 6,475,139,502 717,695,706 
Tne deae 5,940,622,780 749.571, 
Increase in 10 

years.....$ 7,388,049,265 $ 641,792,507 


Premium Total 














Year Receipts Income 
1926 $2,612,209,090 3.218, 698.584 
1925 2,383,912,857 "3,017 800.332 
1924 2,115,519,101 2,.698,127,0038 
1923 1,899,750,912 

1922 1,686,261,072 2 

1921 1,537,280,119 1,951,417, 
1920 1,384, 938,970 1,764,212,582 
1919 1,207,134,389 1,559, 982,880 
oe 994,266,611 1,.324,586,741 
1917 ' : 928,840,629 1,249,491, 387 


Increase in 10 





years $1,764,225,330 $2,200, 888.256 
Paid to 

Year Policvholders 
1926 $1,375,495,493 
1925 ‘4% 1,246,169,158 
1924 . a 1,202, 804,38 
1923 2 1,088,333,350 
1922 .. : 1,005,714,048 
1921 ‘ 839,967,405 
1920 ‘ 744,649,245 
OED acs — 738,944,337 
1918 4 710,201,684 
1917 ‘ P 590,183,247 
Increase in 10 years $ 809.108 918 


Work is life. Almost anything 
sible to industry. 


is pos- 
Until a man pitches 
in and works hard, he will not find out 
what he is really fitted to do. The only 
patience, per- 


way a man can acquire 


sistency, and power is through the me 
dium of hard work.—Pan-American. 


Hucu D. 
into the lumber business because “I had 


Hart says he refused to go 


rather take my chances with a business 
that depends on men who are growing 
up, rather than on trees that are being 
cut down.” 


Tue best guardian of the purse that 
has ever been discovered is a life insur- 


ance policy.—Charles Evans Hughes. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











At least for a few minutes there were 
two presidents and one vice-president at 
Mammoth Hot Springs Lodge at Yel- 
lowstone Park last week. President 
Calvin Coolidge was there and likewise 
President O. J. Arnold of the North- 
western National Life, who was con- 
cucting his agents through the park on 
a tour, and Vice-President Carl Peter- 
son of the Mutual Trust Life of Chi- 
cago, who likewise was conducting a 
party of his agents through the park. 

John W. Cadigan, 
tendent of agencies of the New 
Life, was married last week to 
Aliene Loosemore Muray of Spokane. 
The groom is the son of John J. Cad- 
igan, president of the New World Life. 

Homer A. Benson, connected with the 
Public Savings of Indianapolis from the 
time of its organization until it was re- 
insured a few months ago in the West- 
ern & Southern, died last Friday at the 
home of his sister, Mrs. Ella Davis, in 
Gosport, Ind. Mr. Benson was _ pub- 
licity manager of the Public Savings and 
edited its publication, “The Banner,” as 
well as other of its house organs at 
various times. Before the organization 
of the Public Savings Mr. Benson was 
connected with the Prudential. He was 
69 years old. 
He is survived by a son. He had not 
made a permanent new connection since 
the reinsurance of the company. 


assistant superin- 


World 


Ralph C. Lowes, Jr., son of Ralph C. 
Lowes, Illinois manager of the Lincoln 
National Life, was one of the entrants 
in the Dole prize contest flight from San 
Francisco A Honolulu, coming within 
an inch of making the flight but being 
disqualified at the last moment due to a 
lack of gasoline capacity on the plane. 
Mr. Lowes, together with Pilot Charles 
W. Parkhurst, flew from Peoria to San 
Francisco and passed the preliminary 
qualifications 100 percent. The two 
were preparing to go on the morning of 
the flight, being in readiness for the 
take-off, when the plane was disquali- 
fied for lack of gasoline capacity It had 
been expected that the two would carry 
their plane, the “City of Peoria,” 
the Pacific and they had been given a 
notable sendoff with thousands of 
Peorians at the ceremony when they 
left that city. The ofticers of the 
Lincoln National Life and its entire or- 


across 


ganization sent greetings to Mr. Lowes 
as he left Peoria, looking upon him as 
their “eagle of the skies... Mr. Lowes 


is an able aviator, having been in the 
flying corps of the navy during the war 
and supplementing this with intensive 
training in air service and navigation 
since that time 

John J. Moriarity, vice-president of 
the Missouri State Life. suffered the 
loss of his watch while attending the 
annual outing of the Marion’ Rich 
agency at Wrightville Beach, Va., but 
this misfortune was turned to good for- 
tune, for he was presented with a hand- 
some time piece to replace the lost 
article by those present at the Quarter 
Million Club Convention in San Fran- 
cisco, The presentation of this watch 
by Herbert Lorick featured the luncheon 
on the second day of the convention and 
enabled the leading producers of the 
company to pay high tribute to their 
home office friend. 


G. V. Cleary, general agent in Chicago 
for the Reliance Life of Pittsburgh, has 
written a second $1,000,000 policy on the 
life of John A. Carroll, Chicago banker 
and realtor, bringing the total now 
carried by Mr. Carroll to $2,150,000. Mr. 
Cleary wrote this policy in conjunction 
with Edward J. Schellentrager, of the 
executive staff of the company at Pitts- 
burgh. It is said that Mr. Carroll now 
has the largest amount of insurance ever 
issued on one life by one company. He 


Miss | 


His wife died last March. ! 








is president of the Hyde Park State 

3ank in Chicago. This second policy 
written by the Reliance Life is reinsured 
in some 40 other companies in the 
United States and Canada. There are 
only 19 men in the country carrying 
more insurance in total than Mr. Carroll, 


| three of them being Chicagoans. 


Ely D. Miller, who is with the Provt- 
dent Mutual at Columbus, O., has been 
chosen a delegate for the fifth time to 
the quadrennial general conference of 
the Methodist Protestant church. The 
conference will be held in Baltimore in 
May and will mark the 100th anni- 
versary of the founding of the Methodist 
Protestant denomination. 


Sperry B. Pope, one of the veteran 
agents for the Phoenix Mutual Life in 
Chicago, has added to his record of long 
time persistent production, having fin- 
ished 400 weeks with one or more poli- 
cies each week and having established a 
new goal of 500 weeks of consecutive 
applications. Mr. Pope started with the 
Phoenix Mutual when Jules Girardin 
was <r pe of the Chicago office and 
has had a consistent production record 
up to the. present time. In 1925 special 
mention was made of his having com- 
pleted six years of consecutive produc- 
tion, but now he has added considerably 
to that record in the attainment of 400 
weeks of consecutive production. Robert 

Judd, Chicago manager for the com- 
pany, has broadcasted to all of Mr. 
Pope's clients a special tribute to him 
and, enclosed with this was an “applause 
card” which many of Mr. Pope's clients 
are returning with words of commenda- 
tion of his long service as a life under- 
writer. 

Herman Keller, special agent for the 
New York Life in Cleveland, died sud- 
denly last week as a result of acute in- 
digestion. Mr. Keller was well known 
in life underwriting circles in Cleveland 
and was also a member of the Orpheus 
Club and for the past vears had led the 
singing at the northeast Ohio life insur- 
ance sales congress. 

W. L. Rice, special representative at 
Lynchburg, Va., for the Mutual Life of 
New York, returned home the other day 
from Fort Eustis decorated with a medal 
which he won there in a sharpshooters’ 
contest. He is a first lieutenant in the 
317th Infantry, Virginia National Guard, 
which was in encampment at Fort Eustis 
for two weeks the latter part of August. 
In the rifle contest, he scored 211 points 
out of a possible 250. During the World 
War, he went overseas as a private in 
the Second division of the regular army. 
He participated in several important 
engagements on the western front and 
was commissioned lieutenant before the 
end of the war. 

A special service pin cast for Thomas 
Fox, Sacrameciito, Cal., general agent for 
the Pacific Mutual Life, was presented 
to him by President George I. Cochran 
at a celebration at the home office as a 
token of appreciation for the long serv- 
ice that he has given the company. Mr. 
Fox began with the company as an 
office boy 50 years ago. He is the only 
agent of the company to have rounded 
out a full half century. 


When Darby A. Day, Chicago general 
agent of the Union Central Life, arrived 
at his office last Saturday morning he 
found it banked with flowers of all sizes 
shapes and hues, and on his desk a cake 
bearing the inscription: “Congratulations 
on Your 50th Birthday,” and 50 candles. 
Also on his desk was a card of con- 
gratulations from every member of the 
agency and clerical staffs, and the fol- 
lowing telegram from President John D. 
Sage of the company, who is vacation- 
ing at Madison, Conn.: 

“Sincere congratulations on this aus- 
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icious occasion. You have beaten me | [re x 
the half-mile post by 18 days. Will 

race you and be following you at the 

three-quarter post and celebrate with 
u the passing of the full mil May 
u have many years ot happiness and 


ntinued prosperity and success in your 
siness activities. Congratulations and 


ich appreciation of what vou have 
en able to do thus far under the ban- 
r of the Union Central Life.’ e ant a 
Mr. Day was the recipient of a num- 


f presents trom individual members 
ff. among whic 


f his staff, h was a small e & 
vy—with glasses for same-—-inscribed 1 V = 1re 
h the names of the donors 


E. A. Hasek, assistant aveney direct Y e oe 
r the Union National of St. l’eters 
irg, Fla.. while on his vacation in the u 1Cl \ an 


rth met with a serious accident when 
s aytomobile turned over and caught 
e near Grand Rapids, Min Latest 
eports are that Mr. Hasek was able t 


moved trom the hospital at Grand 


=- 





l his tormer home in Cedar 

Ils, Ia., and hoy get back St. - : 
ctershurg early in. September. Mr. An enlarged program for assisting 
Hasek mm addition to his work as assist 


eney for the home office territory. our agency force, in strengthening con- 
satan fake, a ae tacts and effecting sales, calls for the 


+ of Widigen. Se ok oomee ta addition of a capable publicity man. 

sta ind corti in the life insur 
ce business He was connected with —— . 
Michigan department for 10 years, He must have had sufhcient expert- 


ence to be able to take charge of issuing 





LIFE AGENCY CHANGES 





pamphlets, preparing advertising and 





Pe ae ee ee news copy and promoting other sales 


Cleveland Man Is Promoted to Head 


Pittsburgh District by Sun Life assisting plans. 


cf Canada 
CLEVELAND, Sept. 1.—Announce- His immediate service is required to 
ment has been made wv Joseph N 
+ wien Mecsas aid in the campaign of presenting our 


new Retirement Income Policy and 
several liberalized features in our other 


policies to become effective September 15. 


The 


i Lincoln National Life 
mee : Insurance Company 


Canada, of the appointment ot Ray H 
Finger as ¢ivisi a manager of the Sun 
“sell Cong da ange Nb apse eee “Its Name Indicates Its Character’”’ 
ver Das Dect t evela | manager 
e Sun Life since this company’s 
try into Ohio and was secretary of ‘. W 
e Civvsinnl Eile ot the thue she Huet Lincoln Life Bldg. Fort Wayne, Ind. 
mpany was absorbed by the Sun Life 
rior to that afhliation, he was the 


manager of the Cleveland Advertising 
Club More Than $485,000,000 in Force 
In making the announcement, Mr 
lis stated: “Mr. Finger has made an 
tstanding success as city manager of 
« Cleveland agency and we have no 
to fill the position he is leaving, but | 
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— — —<—<< = his record here has been such as to 














What Every 
Insurance Man Knows! 





The purpose of all insurance is to protect 
surplus earnings. 


Life and Accident insurance protects future 
surplus earnings. 


Property insurance—fire, liability, etc., pro- 
tects past surplus earnings—accumulated 
wealth. 


The well-informed agent can give service on 
all lines. 


The well-managed organization can under- 
write all lines. 


The Continental agent and the Continental 
organization are multiple-line in principle 
and practice. 











Continental Casualty Co. 


The Continental Assurance Co. 
H. G. B. ALEXANDER, President 


CHICAGO, ILLINOIS 





























BIG DIVIDEND INCREASE 


Announced by 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 
SIXTH RAISE in FIFTEEN YEARS 





Just three 
good openings 


Springfield, Ill. 
*Cincinnati, 
Ohio 


Grand Rapids, 


Whole Life Preferred Risk Policy 
$2.50 lower net cost first 
$3.50 lower net cost twentieth year 


year, 


Mich. than our old Ordinary Life. 
Dividend increases on other policies 
*Closed — Tw é ‘ 
Cinees we In proportion. 
Left 


This places The Minnesota Mutual 
Life Insurance Company among 
the leading low net cost companies 
of the United States. 


THE 


MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
Now a $137,000,000 company 

















clearly merit him for the promotion.” 
Mr. Finger has been an active member 


of the Cleveland Life Underwriters As- | 
sociation, and is responsible for many | 


of the fine programs of the association’s 
monthly meetings. 


HAS SECOND BOSTON AGENCY 


Berkshire Life Opens New Office There 
with Kurt Winters and S. S. Smith 
as General Agents 


The Berkshire Life has opened a 
second general agency in Boston with 
Kurt Winters and Sherwood S. Smith 
as general agents in charge. Boston has 
had a general agency of the Berkshire 
Life since the company started business 
76 years ago. The present agency in 
the new Chamber of Commerce building 
on Federal street, in charge of Spencer 











SHERWOOD 8S. SMITH 


S. Dodd, will continue as heretofore 
The new agency will be located at 79 
Milk street. 

Last week a luncheon was given the 
two new general agents by General 


and Waukegan. The offices will be 
| the Peoples Gas building in Chicago 
| Mr. Kerber has been assistant manager 
with the Equitable for five years and 
prior to that was one of the leading 
producers for several years. Previous t 
his connection with the Equitable he 
| had general insurance experience in Chi- 
cago. 

William H. Bender, Jr. has been ay 
pointed agency manager to assume thx 
| remainder of Mr. Curtis’ agency in Ch 


| cago, taking over the offices heretofo: 


in charge of Mr. Curtis in the Straus 
building. Mr. Bender has been a1 
agency manager for the company in the 
Peoples Gas building. Prior to his ay 
pointment as agency manager in C] 

cago, he was an assistant manager for 
the company at Milwaukee and among 
the leaders in the country. After several 
vears in Milwaukee he came to Chicag 
two years ago as agency manager. 


CLARENCE W. WARD RESIGNS 


New York Life Agency Director in 
Cleveland Returns to Ranks of 
Personal Producers 


CLEVELAND, Sept. 1.—Clarence \ 
Ward is retiring as an agency director 
ot the New York Life in Cleveland and 
will reenter the ranks of personal pri 


' 
ducers, a held in which he has made ai 


| outstanding success in the past. He has 
| obtained a suite of offices in the Unio 


rust building where he will make his 
headquarters. Howard Rohan will be 
associated with Mr. Ward. Mr. Ward 
established one of the three Clevelan¢ 
agencies for the New York Life about 
seven vears ago and has built th 


j} agency up to an annual production 


$5,000,000, and at the present time has 


38 men under contract He has bee: 
writing about $750,000 of personal busi 
ness annually in addition to his duties as 
agency director. 

Robert G. Hampe will succeed Mr: 
Ward as agency director. He has been 


}an assistant director to Mr. Ward 


Agent Dodd at which the majority of | 
the Boston general agents of other com- | 


panies were present. 

Mr. Smith was formerly agency super- 
visor for the Paul F. Clark general 
agency of the John Hancock Mutual in 
Boston and was transferred to St. Louis 
two years ago to become associate gen- 
eral agent ot the John Hancock in that 
city. He has been active in the National 
Association of Life Underwriters and 
was one of the speakers at the Kansas 
City convention in 1925, 





CHANGE IN CHICAGO AGENCY 
V. C. Curtis Resigns as Equitable Man- 
ager—Office Taken Over by H. E. 
Kerber and W. H. Bender, Jr. 


V. C. Curtis, for over 10 years an 
agency manager tor the Equitable Life 
of New York in Chicago and the oldest 


severTa cars 





C. J. Hoskinson 


C. J. Hoskinson has been appointed 
assistant manager of the Huntington. 
W. Va., branch office of the Missouri 
State Life. Mr. Hoskinson has been 


| agency special in this office for the past 


year. Mr. Hoskinson is a New Eng 
lander who spent the first ten years af 
ter graduation from college in explora- 
tion work in Africa. Exploration work 
and accounting in Canada and United 
States followed this and in 1917 he en 


| tered the government service. It was 


agency manager for the company in that | 


city, has resigned as of Sept. 1, his 
office being taken over by Herbert E. 
Kerber and William H. Bender, Jr. Mr 
Curtis has been one of the leading 
agency managers far the Equitable, his 
agency having ranked fourth in Chicago 
and having produced $6,000,000 in new 
business last year. He has been with 
the company over 10 years and created 
his agency, which has covered both Chi- 
cago and outlying territory, without as- 


sistance. Ile is leaving this position to 


not until 1922 that he took up life in 
surance and from that time until 1925 
was with the Pacific Mutual Life as 
underwriter, cashier and _ production 
manager of the West Virginia agency 


L. D. Klous and O. B. Herrick 


The Aetna Life, effective Oct. 1, will 
establish a new general agency at Utica, 
N. Y., and will appoint O. B. Herrick as 
successor to the firm of Herrick & 
Churchell, general agents at Syracuse 
Leicester D. Klous will be the new gen 
eral agent at Utica. The new territory 
will include the counties of St. Law 
rence, Franklin, Lewis, Herkimer, Ham 
ilton, Oneida, Otsego, Delaware asd 
Clinton Mr. Klous became associated 


|}with the Aetna Life in 1910 when Vic« 


jot the Svracuse 


move to California on account of the | 


health of his son. 
Herbert E. Kerber, who has been 
assistant manager in the Kellogg agency 


President Luther, who was then the 
company's general agent at Svracuse. 
appointed him an agent In 1926 the 
company recognized the healthy growth 
office under Mr. Klous 
and appointed him assistant general 
agent under the supervision of Herrick 


1& Churchell, then general agents at 


in Chicago for the past five years and | 
one of the leading producers for several | 


vears, has been appointed agency man- 
ager in charge of the outlying territory 


merly handled by Mr. Curtis. His outly- 








ing field will cover Joliet, Elgin, Aurora 


Svracuse 

The reorganization in the Syracuse 
office, with the appointment of Mr. Her 
rick as sole general agent, was decided 


}upon as a result of the transfer 
and one unit of the city territory for- | 
}was made general agent for the entire 
| state as successor to the late Samuel M 


Louisville of G. Russell Churchell, who 














wittad 
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Burbank. When Mr. Luther was trans- 


ferred to Boston as general agent in| 
1919, Mr. Herrick, who had been iden- | 


tied with the Syracuse agency since 


1915, became a co-partner in the Syra- | 
cuse office. In 1923 he was made senior | 
partner in the firm of Herrick &| 


Churchell, 


E. W. Christy 


E. W. Christy of Cleveland, O., for- 
merly superintendent of agents for the 
nited Life, is now doing agency work 
r the Columbus Mutual Life and has 
started a corps of agents in Chicago 
Mr. Christy was formerly secretary of 
the National Life Underwriters Associa- 
n 


Frank E. Pettric 


Che National Life of Vermont has 
ippointed Frank E. Pettric general 
manager for Wisconsin, with headquar- 
ters at 510-12 Century building, Milwau- 
kee. Mr. Pettric, who is a native of the 
state and thoroughly familiar with the 
territory assigned to him, is an under- 

riter of broad experience. 


Louis A. Feeney 


ouis A. Feeney has become general 
agent at Davenport, la., for the Guar- 
anty Life of Davenport, with officers in 
he Citizens Bank building. He was 
ormerly associated with the Davenport 
igency for the Penn Mutual Life under 
Frank Perry, who is retiring this month 
s general agent for the latter company. 


R. C. Skinner 


k. C. Skinner, general agent for the 
State Mutual Life in Kansas City, is 
resigning, effective Sept. 24. Mr. Skinner 
has been general agent for two years. 
He is the son of D. M. Skinner, general 
gent for the Aetna Life in Kansas City, 
nd was formerly connected with his 
ither in the Aetna office. 


W. E. Johnson, Jr. 


William E, Johnson, Jr., for some 15 
ears connected with the Phoenix Mu- 
il Life at Keene, N. H., has been ap- 
inted general agent of the Mutual 
Benefit Life at Nashua, N. H., succeed- 
the late James F. Whitne) 


Arthur Johnson 
\rthur Johnson of New York city, 
ntil recently with the Columbian Na- 
mal Life, has been appointed general 


agent of the Home Life of New York in 


Boston, effective Sept. 15. 


A. L. Rodd and P. G. Teeple 


he contract of Arthur L. Rodd as 
neral agent for the Northwestern Mu- 
tal Life at Houghton, Mich., has been 
erminated and the Houghton general 
gency has been merged with the Mar- 
juette, Mich.. general agency which is 


im charge of Percy G. Teeple. Mr. 


Teeple thereby is given the entire Upper 
‘eninsula of Michigan together with 
counties in lower Michigan, which 
Charlevoix, Cheboygan, Emmett, 
! Presque Isle. His offices are at 100 
North Front street. Mr. Teeple has 


ven with the Northwestern Mutual Life 


‘5 vears, serving as a district agent 

ntil five vears later when he was made 

neral agent at Marquette 

Mr. Rodd has been appointed general 

vent for the Pacific Mutual Life for 
western Michigan field He will 


his headquarters at Grand Rapids. 


Atlas Life Appointments 


e Atlas Life of Tulsa, Okla., has 

admitted to California. The Na- 

Underwriters Corporation of Los | 

\ngeles has been appointed general 
for southern California. 

e¢ company also announces the ap- 


LIFE INSURANCE EDITION 








‘‘T Called and Took 


His Application”’ 


Welcome words to the ears of the General Agent. 


Even 
his pocket. 


more welcome for the Agent—it means money in 


We see them every day on the report cards sent in by 
Union Central Agents who use the Company's Mortgage Loan 


leads. 


This exclusive Union Central facility provides thousands 
of prospects every year for our Agents. It sends them to 
interview men who have just mortgaged their property, and 
who are therefore in a receptive mood to cover that obligation 
with Life Insurance. 


Our reports show that every fifth call results in an imme- 
diate application. The exact percentage for the first six months 
of 1927 was 18.65. In addition, Union Central Agents succeed 
in writing many thousands of additional insurance on relatives 
and friends of the mortgagor 


Isn't that worth while? 


The Union Central Life 


Insurance Company 
CINCINNATI 


Founded 1867 


Insurance in force JOHN D. SAGE, 


ne 


Billion, 324 Millions President 
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A NEW LOW PRICE 
ON A PROVEN 
TIME SAVER AND 


MONEY MAKER 
1S ANNOUNCED@ 
































intment of Hal. C. Mauze as super- 
r for Missouri, with headquarters at 


st. Louis and R. P. Burns as field super 


isor for Kansas with headquarters at | 


Nansas City, Mo. 


- ’ : | 
The company now operates in eight | 





CAPITAL RAISED 


Selling organization 
of specialists in insur- 
ance securities will 
handle your stock 
issue; Reputable cor- 
porations only. Ad- 
dress B-39, care of The 


National Underwriter. 











Clerks Climb Ladders! 


About one-half of the members of our great Home 
Office Agency once were Home Office clerks. Field work 
has paid them with financial prosperity, mental satisfaction, 
independence, and the zestful joy of service. 

What these Philadelphians did, YOU can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be 
the master instead of the slave of fortune? Vacations are 
over and Fall and Winter are on their way—the open seas 
son of success in life underwriting. Consider, decide 
START! 

We have Field positions for earnest men and women 
who have ambition, intelligence, and industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 











“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’'—thus writes « 
buyer of “Easy Lessons in Life Insurance.”’ a text and review book with quis supplement. 62.56 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago 8 
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states, Oklahoma, Arkansas, Texas, | has had several years’ experience in ac 
Florida, Illinois, Missouri, Kansas and | tual field work and has demonstrated 
his ability as an organizer 


INDIANAPOLIS LIFE |0 = sine ec mm 


T. M. Bilheimer has been appointed FE. M. Menough has been appoimted 
] . * 


supervisor for the Merchants Life of | supervisor in southern wai for 
lowa for southern Texas. Mr. Bilheimer | Merchants Life of lowa 


Wants Managers—Direct Home Office Connection EASTERN STATES ACTIVITIES 


A Real Opportunity to Men Who Can Qualify Pao. dental baat a 




















For HELD POLICY WAS NOT VOIDED | was immaterial. I conclude that 
| plaintiff is entitled to judgment.” 


DES MOINES, IOWA, and EVANSVILLE, IND. |} insured Who Said He Had Not Been)... Over Canguliaion of Comtrae: 


Treated by Physician Had in Fact 








We are not looking for high pressured men who flit from Company to Company, but —" Rav O. Snvder. who has been cen 
want honest, intelligent and capable men—those who believe that the correct way Been for Influenza nsenak at Chteehien th. tne Che % - 
building an agency is by giving to Policyholders the BEST SERVICE at the LOW EST agent at Columbus, o Hs tee Fe aie 
COST. , ant Life of Indiana, has ed suit against 
If you believe that the Company that serves its Policyholders best serves its agents In Meyer vs. Metropolitan Life, mu- | the company for $56,705 damages, alleg 
best: ‘ nicipal court of City of New York, 21° | ing the breaking of a contract. Mr. Sn 
If you want to establish an agency for yourself: N. Y. S. 756, an insured applied for a | der had been state agent ot the com} 
= ye care Ge wie splendid co-operation from the Home Office you can stand policy and represented that he had not | since Jan. 22. 1923. He says that 
4 : . ‘en treate SiCciz i 7 r, Bs, 1025, | red into a contract 
If you are willing to work and to grow, and you want a real opportunity, we have it. been treated by any physician within \ug oH, TNL», he entered mtc Cont 
If you are at liberty to represent us, write us live Vears. As a matter of tact he had | with the insurance company D¥V Which lie 
S» , ' ~ see ated for influenz: ithi = hee ‘fae deel tet as 4 5 percent 
The pyramid of figures printed below will interest you, if you like conservative, con- bee n tw ice treated for influenza within | wa ~ ] an ! om 3d TOS eTCce dee 
structive, steady growth in the development of Life Underwriting. that time. ; the nfst years premiums On msurance 
The policy was issued June 16, 1924, written by him or his sub-agents an 
GROWING STEADILY and the insured died Dec. 24, 1924, of | was to receive 7 percent on all re 
Insurance in Force tuberculosis. On this state of facts the | newal premiums for the second year and 
, : company denied liability on the ground | for each year to and including th 
1905 $325,000.00 that the poe had materially a tenth. Mr. Snyder says that in 1926 
representec us treatments DY a phySt- | wrote S70.768 of msurance and the tu 
1906 1,281,909.93 cian. In reviewing the record and in|} six months of 1927 he wrote approx 
' PI 
1907 2,158,315.62 finding in favor of the plaintiff the court | mately $400,000, but that on June 30 
said: the company terminated his contract 
1908 2,344,449.12 Court Found for Plaintiff } , wa 
1909 3,037,135.59 “In the instant case the misrepresenta- Williams Assumes New Duties 
1910 3,760,237.71 tion claimed bv the ~ verge Ms: — J. S. Williams, whose resignation as 
een made by -~ — 7 wae a 1¢ NaC | executive secretary of the Cleveland 
1911 4,451,264.48 not been treatec wit ee ag 4) Life Underwriters Association becat 
sisal of five a next  sncnge = effective recently, has assumed his ne 
1912 5,756,690.86 application. - wc yt +] b "a 1€ | duties as agency assistant in the E. M. 
was treated tor influenza, but that there | Peance avency of the State Mutual 
1913 7 01 1,554 27 was nothing to indicate a consolidation | 
’ . ieee aaa a = : 
in the lungs, or that there was any tu Large Policyholder Killed 
1914 Ss 655 788.49 bercular involvement rhe ailment for PR iLM ane : 
’ ’ which he was treated is one that almost : Ns coal Ra, Por es neal mop ng 
1915 10 231 921 21 everybody is afflicted with at one time | 7€"5 ee gee sank of Evansvt ( 
? 9 - or another. Almost everybody at one | Who died last week, left life insurance 
s policies of between $500,000 and $600 


time or another suffers from la grippe. J 
: ) = a ee lai Ai 
1916 12,021,820.06 It is not a serious sickness. * * * — \ Mr May's death was due 1 
: an automobile accident and as most ot 
. » >! > oe 2 . 
1917 1 3 665 053.54 Concealment Called “Omission his policies contained a double indemnity 
? ’ “The evidence shows that he was em- | Clause, the beneficiaries will receive full 


1918 15 532 346 2 6 ployed as a shipping clerk atter he had | 51,000,000 Mr. May carried $300,000 
? ’ - been treated by the physician for in- | insurance in the Penn Mutual, $10,000 ; 


the Aetna Life, $100,000 in the North- 


fluenza. There is no proot before me us 
1919 e that his concealment of the fact, if con- | Western Mutual Life, $102,500 m_ the 
? >] i as f yurpose of _New York Life in two policies and $3, 

purpose } 


cealment it were, was for the P ; 
000 more in the same company in twi 


inducing the defendant to issue the pol- } 
1920 o icy upon which the suit is brought | other policies, and $25,000 in the Mutual 
? ? It may , en an | Life of New York in two policies. He 


herein. may well have been 


1921 omission, because the ailment for which , also carricd a number of other smaller 
’ + e the doctor was called in was not serious, | policies 


making no impression upon him 


1922 No Signs of Tuberculosis . Hold State Meeting at Lansing . 
* - a : y : The Business Men’s Assurance w 
? “The Z > f tuberculosis. | held its annual Michigan sales confet 


deceased died of 





There is no proof that he was aware at , «mee at Lansing, Sept. 9-10 it was an- 

1923 the time of applying for the insurance | nounced list week by Ross Roberts, stats 
9 9 . that he was suffering from tuberculosis, ae tne 2 ats cell ae poe 

sule en of le CO ) ire € recter 

or that he was in fact suffering there- agg siggy tears ca Pecapes President W. 17 


from. The proof is that there were nO | Grant will be in charge of some of the 
1924 e signs of tuberculosis at the time the | sessions as will Mr. Roberts and I 
9 9 doctor treated him. The misstatement | Graham, chief claim adjuster 


1925 54,432,038.01 IN THE MISSISSIPPI] VALLEY 
l 926 64,065,0 y 7.6 1 HOLD SECTIONAL CONFERENCE | oats —™ —_ ot ie home fice, 


gave the formal address of welcon 


Business Men’s Assurance Conducts | \r. Grant appeared on the program o1 
Two-Day Sales Congress for Agents the second day, giving a demonstratior 
9 >] e of Four States of policic Ss ( W. Rogers, director ot 

















| field service, gave an analysis o 


various forms of disabilitv policies is 


PURELY MUTUAL—LOW INITIAL PREMIUMS—LARGE KANSAS CITY MO., Aug. 31.—The su d \n explanation of the company’s 
ANNUAL DIVIDENDS RESULTING IN LOW NET COST Susiness Men's Assurance held a two- | method of claim settlements throug! 
} 


day sales coneress tor the agents of the salesmen and the responsibilities ind 








Operating in INDI. = A LOR Sonia aca -XAS, OHIO, MIN company in Kansas, Missouri, Nebraska | opportunities resulting therefrom = was 
R _ and Iowa here last week. This was one | made by Vice-President J. H. Torran 

For Agency Address of a series of 17. sectional meetings | in charge of claims Other speeches 

>C CADERTAN which the officers have been conducting | were made by L. D. Ramsey, treasuret 

FRANK P. MANLY I EC, CAI ERTON this summer. Seventy-five agents at-|of the company; G, M. Greeley, assis! 

dale or Second Vice-President tended the meeting. E. J. Montague, | ant to the vice-president; J. C. Higdon 

President & Agency Manager supervisor of the Kansas City branch | secretary, and actuary: A. W. Hog 

. office, presided. | vice president in charge of sales: L.. | 

President W. T. Grant welcomed the |! Graham, chief claim adjuster, and FE. ] 
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Montague. The concluding session was 
in open forum in charge of H. H.| 
Sprinkler, claim adjuster. 








Insures Third Generation 
William T. Tanking, district manager 
Racine, Wis., for the New England 

Mutual Life, has insured a member ot 


the third generation of the same family 
Some time ago he placed insurance on a 
father and six sons in one family, and os 


e has now placed coverage on a son ot 
ne of the boys 





More Satisfactory Outlook 
FARGO, N. D., Sept. 1.—Lite gen- 


cral agents in this section are optimistic 
itbout the outlook tor business this fall. 
he crop situation is excellent, the farm- 


ers are in better shape and business in 
reneral is picking up. Merchants de 


clare that —— = te buying: - ie in First Six Months 1926 1927 Increase 
themselves they get response. A. T. Placed. .. . . $19,930,000 $26,250,000 31 per cent 


Lynner. manager for the Travelers in 


Sects Salen cities Gan tis alles Bi Net Gain. . . $12,600,000 $18,440,000 46 per cent 
vriting more business than it has during 
the last six years. Most of the offices | 
ire going strong at this time 





Chicago Office Moved 


Insurance in Force Over 
te See Sete Pe ten coetint 1 $250,000,000 


\dams-Franklin building in the loop in “ 
Chicago and the offices of the west side | DOUBLED ] th FIVE YEARS 
ranch of the company will be moved | in ess an 
nto the new quarters on the eighth 
floor of this building as soon as they 
ire made ready. The west side branch, 
t which D. H. Bailey is agency direc- | 
has had its offices at Halsted street | 
ind Roosevelt Road 


It will pay you to connect 
with the company making 
the greatest progress 





Crop Estimates Are Reduced 


Field agents for the Bank of North 
Dakota, reporting at Bismarck recently, | 
stated that there is considerable down- 
ward revision of crop estimates in recent 
weeks in North Dakota. The prospect | 


now is for only 60 percent of that in | 

sight a month ago in Sheridan, eastern | SS 
McLean and parts of Burleigh and ; Z Fs 
Kidder counties. Rust is causing heavy a FE 
nroads and considerable grain is lodged, = . aes 


due to rains and rust. In the north- 
vestern section of the state, early esti- 


meen h hho pe ed == 4) MUTUAL LIFE ASSOCIATION 


In Benson and Pierce counties, the | 


prospects are not nearly so good as a | Wm. Montgomery, President 


1onth ago. However, in the Missouri 
Home Office, Washington, D. C. Founded 1869 


river valley south of Ray, they are still | 
said to be very good and in the south- 
western corner of the state the general 
average is good, with no spots reported 
as really poor. Some damage has been 
done by grasshoppers to late tields of | 
flax 


STANDING ALONE 




















Eureka-Maryland Assurance Co. 


& You are a producer OF BALTIMORE, MD. 


? You want a REAL job Incorporated Under the Laws of Maryland, 1882 
ae ” WE ISSUE 
ev 1 rs 
seit iaaanaiae STANDARD ORDINARY AND INDUSTRIAL POLICIES 
A friendly interest is needed J CARRE MNOOI Vict readet BU EDWARD'NOVAR, Nodeal Doser” 








Close co-operation is necessary 


feostinnr Ges eatin: Maes The Berkshire Life Insurance Co. 





Wr vire: S. M. CROSS, President founded ty has just compieted its Seventy- Fu Annbveseny, with 
‘OLUM BIA LIFE Ty ny be gf Ppt pt hy te 


INSURANCE COMPANY mame spirit of co-operation between the Home Office and the 


= . . Men contemplating entering the life insurance business would do well 
Cincinnati, Ohio to communicate with this is fine old Massachusetts company before defi- 


| nitely deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 
































A COMPLETE NEW 

DALLWIG OUTFIT AT A 
ieemeecas \ NEW LOW PRICE! - 
SEE PAGE Teme A & H Review (ase 
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HITS THREE-QUARTER 
BILLION MARK 




















The Bankers Life Company total of 
legal reserve life insurance in force 
on June 30, 1927, was $766,000,000. 


This is a gain of $50,000,000 for the 
first six months of the year. 


The total as of June 30, 1927, is 
nearly four times as great as the 
total at the end of 1918. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Des Moines, Iowa 











Established 1879 
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| Birmingham, Aila., 


IN THE SOUTH AND SOUTHWEST 














PROTECTIVE LIFE MEETING | 


Company Holds 
Annual Convention of Leading 
Producers from Field 


The Protective Life held its annual 
agency homecoming in Birmingham re- 
cently with over 100 agents, many ac- 
companied by their wives, present. The 
convention was the first joint meeting 
of the agents of the Alabama National , 
Life and the original Protective Life 
since the merger of these two companies 
in August. The first day of the meeting 
was devoted to a study of the company 
and its policies. The last day was taken 
up with a discussion of the agency serv- 
ice department and the selling helps 
which the Protective Life is furnishing 
its agents. One of the most interesting 
sessions was the demonstration of the 
new sales demonstration portfolio, which 
has just been completed under the direc- 
tion of Sam Clabaugh, president of the 
company. Mr. Clabaugh showed by the 
use of the book how the eyes as well as 
the sense of hearing could be utilized in 
the selling appeal. He also showed how | 
the use of charts and pictures was espe- 
cially helpful in selling life insurance. 

Announcement was made of a trip to 
Quebec which will be given to leading | 
producers in 1928. 


Pearson Big Writer 


Russell H. Pearson, agent for the | 
Southern Union Life of Fort Worth, 
Tex., has written $1,000,000 of insurance 
during the year from Aug. 1, 1926, to 
Aug. 1, 1927. 

The Southern Union will write more 
business in August of this year than it 
has written in any August in the history | 
of the company. | 


| company. 


FORM NEW TEXAS COMPANIES 





Organization of Two Life Insurance 
Concerns with Strong Backing Is 
Reported in Dallas 


DALLAS, Aug. 31.—Two new legal! 
reserve life insurance companies are in 
process of organization in Dallas, re- 
ports in insurance circles say. It is re- 
ported that some of the chiefs in the 
old Empire Mutual Life, an organiza- 
tion which was formed to carry life in- 
surance on members of the Ku Klux 
Klan, are interested in what will be 
known as the Gulf Life Insurance Com- 
pany. These men some time ago sev 
ered all connections with the klan and 
the Empire Mutual. In addition to the 
business men formerly connected with 
the Empire Mutual here, it is said some 
of the best known insurance men in 
north Texas are heavily interested in the 
new venture. Reports have it that the 
Gulf Life will have a capital stock ot 
$250,000 and a surplus of a like amount. 
Dallas will be the home office of the 
It is reported the offices of 
the company will be in the new Marvin 
building. 

The other company is said to be in 
process of organization by some of the 
leading insurance men of the state. A 
good number of Dallas and north Texas 
businessmen have subscribed for stock 
in this company, it is said. The report 
in Dallas insurance circles is that this 
company will be capitalized at $250,000 
It is understood those behind the or- 
ganization plan to have the company in 
operation by the first of the year. 

Some men make the most of the op- 
portunities that come to them; some 
create the most of their opportunities. 











COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 


Policies 
Sub-Standard Standard Super-Standard 


One Company One Correspondent One Contract 
400 Popular Life Forms 7H & Aand Auto Injury Forms Group Protection 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, 
Pennsylvania, West Virginia, Texas, Oklahoma, California, I]linois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


























You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 

During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 

This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 


ance ficld work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


3% NASSAU STREET NEW YORK, N. Y. 











|ers included Secretary East, Agency 
| Manager Beckley and Agency Secretary 





PACIFIC COAST AND MOUNTAIN FIELD 











WESTERN STATES CONVENTION 


Leading Producers of San Francisco | 
Company Are Given Trip Through 
Canadian Rockies 


SAN FRANCISCO, Sept. 1.—Headed 
by President Marshall Harris, a party 
of approximately 150 leading producers, | 
company officials, agency leaders and | 
guests of the Western States Life left | 
San Francisco by special train Monday | 
to attend the $100,000 Club meeting 
which is being held at Banff this week. 
Of this number 52 were qualified club 
members, making it the largest delega- 
tion which has ever attended a conven- 
tion of the company. Among other 
company officials making the trip are: 
George E. Crothers, vice-president and 
general counsel; R. M. Beckley, man- 
ager of agencies; T. J. East and Walter 
C. Kennedy, assistant secretaries and 
C. W. Hollebaugh, field secretary. 


Buck Was Club President 


Harold Buck of the home office 
agency presided at the convention 
sessions as president of the club, an 
honor which he won by producing the 
greatest amount of paid volume. Lewis 
Williams of the Salt Lake City branch | 
is vice-president of the club, having pro- 
duced the largest number of paid ap- 
plications during the club year. Presi- 
dent Harris welcomed the delegates and 
guests. Mansur B. Oakes gave two ad- 
dresses at the convention. Other speak- 





Hollebaugh. 
A large part of the three days will be 
devoted to entertainment and _ trips 


through the Canadian Rockies, including 
a visit to Lake Louise. 





Laws Need Codification 
SAN FRANCISCO, Aug. 31.—De 


claring that the laws of California gov 
erning the regulation of insurance are 
“for the most part today a piece of 
patchwork wherein the patches have 
heen added from time to time, not 
always with a nice regard to their fit 
ting in the general fabric,” John H 
Riordan, deputy attorney general of 
California, speaking before the insurance 
section of the Commonwealth Club of 
San Francisco, stressed the desirability 
of the recodification and standardization 
of the insurance laws of the state. He 
said: “One would naturally expect to 
find this body of the law in consecutive 
sections either in the political code or in 
a single special statute. But our regu 
latory insurance law is scattered 
through the political, civil, penal and 
procedural codes and a great many spe 
cial statutes enacted over a period of at 
least half a century.” Mr. Riordan com 
mended the work of the American Ba 
Association in its endeavor to bring 
about a uniform code, recommending it 
to the favorable consideration of the 
insurance section of the club 


Test Case Is Started 
The test suit to determine the consti 
tutionality of Section 633AA of the Cali 
fornia law relative to the licensing of 


| life insurance agents, was started last 


week when Walter N. Carlson of the 
Metropolitan Life was arrested on a 
complaint sworn to by Commissioner 
Charles R. Detrick charging him with 
failure to comply with the provisions ot 
the section requiring another license in 
addition to the regular one secured July 
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1. Mr. 
a writ 
Eldred 
ciation 
who is 


Carlson immediately applied for 
of habeas corpus through F. 
Boland, representing the Asso- 
of Life Insurance Presidents, 
conducting the legal proceedings 


on behalf of the companies. The case 
will come up as quickly as possible in 
the supreme court and it is anticipated 
that it 
court of appeals. 











IN THE ACCIDENT AND HEALTH FIELD | 


—— 








GRAY IS BANQUET SPEAKER 
Additional Program Features Announced 
for Annual Meeting of Health & 
Accident Conference 





Several additional speakers have been 
announced for the annual meeting of the 
Health & Accident Underwriters Con- 
ference, to be held in Toronto, Sept. 15- 
17. 
by V. Evan Gray, chairman and coun- 
sel of the Canadian Casualty 
writers Association, Toronto. Mr. Gray 
was formerly superintendent of insur- 
ance for the province of Ontario. As 
previously announced, the address of 
welcome will be given by R. Leighton 
Foster, superintendent of insurance of 
Ontario, with the response by George 
R. Kendall, president of the Washington 
Fidelity National of Chicago, and the 
president’s annual address by 
Grant, president of the Business Men's 
Assurance of Kansas City. 

Addresses that will be given in open- 
ing the various round table sessions are 
in part as follows: “Agency Organiza- 
tion and Management,” E. J. 
president Woodmen Accident, Lincoln, 
Neb.; “Collection of Renewal Pre- 
miums,” C. N. Green, assistant secre- 


tary Hoosier Casualty, Indianapolis; 
“Underwriting,” W. G. Alpaugh, vice- 
president and _ secretary Inter-Ocean 


Casualty, Cincinnati; “Claims Rejected,” 
Thomas F. Hickey, superintendent of 
claims, Metropolitan Life, New York. 


The banquet address will be given | 


Under- | dent : : - 
| charge of James H. Weyer, who is well 


ENTERING COMMERCIAL FIELD 


Empire Life & Accident of Indianapolis 
Opens New Department and An- 
nounces Four New Policies 


The Empire Life & Accident of In 
dianapolis, which has been writing only 
industrial life, accident and health busi- 
ness, and has developed a premium in- 
come in excess of $1,000,000 along this 
line, has organized a commercial acci- 
and health group department, in 
and health field 


known in the accident 


| in the central west. 
At the annual meeting of the company | 


of | 


its capital was increased from $100,000 


| to $300,000, still leaving a net surplus of 


| fae 


Faulkner, | 


over $200,000, and in view of the notable 
progress that the company has made it 
was felt by President C. S. Drake and 
the other officers of the company that 
they should develop the monthly or 
commercial branch of the business, with 
a view to giving the present agency or- 
ganization larger opportunities for in- 
creased income and also with the 
thought that at an early date the com- 
should branch out into terri 


pany new 
tory. 

Four commercial policies are now 
being written. The “Empire special 


policy” is a special accidental and nat 
ural death and dismemberment contract, 
to be sold more particularly to the com- 
pany’s present policyholders, thus link- 
ing up for them with their weekly acci- 
dent and health policies a contract 


giving an 


will be carried to the district | 


additional principal sum for 
accidental death and an increase in the 
natural death benefit, as well as paying 
certain specific sums for bodily dismem 


berment 


; covers 


The “complete protection policy” 
monthly accident and illness in 


demnity as well as having a principal 


| sum for accidental death and in addition 


|up to eight weeks. 


$200 natural death or life insurance. It 
pays five years for total disability, six 
months for partial disability and one- 
fourth monthly indemnity thereafter, so 


long as the disability may last. It pays 
12 months for any confining illness 
after the policy has been in effect 30 
days, of which one month may be for 


non-confining illness. It provides dou 
ble indemnity for hospital confinement 
The policy carries 
50 percent accumulation, 1 percent being 
added each month for 50 months, for 
accidental death and dismemberment 
benefits. The “income disability policy” 
has all the features of the “complete 
protection policy,” but since it does not 
carry the $200 life insurance feature, it 


is written at a considerably lower pre 
mium 
rhe “ideal accident policy” has all the 


accident features included in the weekly 
accident indemnity provided in the “in 
come disability” and “complete protec 
tion” contracts, with the additional fea 
ture of double indemnity for accidental 
injuries sustained in wrecks on passen 


ger elevators, railway or street cars, in 
burning buildings, etec., even though 
| there is no dismemberment loss 


Accident 


‘ 


Interest in Conference Election 


It had been quite generally assumed 
that T. Leigh Thompson, vice-president 
of the National Life & Accident, would 
be elected president of the Health & 
Underwriters Conference at 
the Toronto meeting. He was regarded 
as the logical man for the place, as he 
is now chairman of the executive com 
mittee, and advancement from that office 
to the presidency would be in accord- 


ance with a precedent of 
standing. 

It is understood, 
Thompson has told friends who have 
written him about the matter that he 
will not be able to attend the Confer- 
ence meeting on account of the recent 
death his wife and that he does not 
want his name presented for any office, 
either as president or for reelection as 
chairman of the executive committee. 

There will therefore be unusual inter- 
est in the election this year, as new men 
will have to be picked for both of these 
othces. Among the men prominently 
mentioned are J. W. Scherr of the Inter- 
Ocean Casualty and W. W. Powell of 
the Southern Surety, both of whom 
have seen long service on the executive 
committee; E. J. Faulkner of the Wood- 


many years 


that Mr. 


however, 


ol 


men Accident and George R. Kendall 
of the Washington Fidelity National, 
now vice-presidents of the Conference. 


Fix Industrial Conference Dates 


The convention of the Industrial In- 
surers Conterence will be held in St. 
Louis, Oct. 19-21, according to an an 


nouncement by President B. L. Tatman. 


Details of the program have not yet 
been decided and will be announced 
later. 


Enters Newspaper Accident Field 


The Sierra Nevada Life of Oakland, 
Cal., which recently started business, has 
entered the newspaper accident policy 
field and is now offering travel policies 
for $1 to subscribers of the San Pedro, 
Cal, “Pilot.” The policy offered gives a 


benefit of $10,000 for death from injuries 
sustained while a passenger on steamer, 
train or street railway, the benefits be- 
ing on a scale ranging downward to $500 
for death from certain causes. 


U. S. Indemnity Reinsured 


BOSTON, Aug. 31 The United States 
Indemnity of Boston, one of the three 
last assessment and health companies in 
Massachusetts, will go out of business 
Sept. 1, at which time it will be rein- 
sured in the United Casualty of West- 





z 











It is old enough to justify confidence. 
It has had enough successful business experience to guarantee future success. 
It has the necessary equipment for the salesman. 
i It issues a complete line of up to date policy contracts, both participating and non-par- 

ticipating, with Double Indemnity and Disability Benefits. 
It has an educational program for the agent that will materially aid in promoting 

success. 
It will give you Home Office cooperation that is worth while. 
The agency management is under men who have had actual experience in the field. 


MEN OF VISION— 


CHOOSE OUR COMPANY, BECAUSE— 


If you feel that you are qualified and there 
is a reason for you to be interested, write 


A. B. OLSON, Manager of Agencies 


OF NEBRASKA 


LINCOLN - 


- NEBRASKA 


BANKERS LIFE INSURANCE COMPANY 
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Does 
Your 


Accident and Health In 
ance? That question 
asked us daily — so 


idea to answer it in 
column. 





and that isn’t all—we 


the following Sales He 


} 1. Non-medical 

| 2. Monthly Premium 

| 3. Juvenile Policies 

| 4. Payor Insurance 
5. Salary Savings 


6. Participating 

7. Non-Participating 

8. Sub-Standard 

9. Female Insurance 

10. Sales Promotion Dept. 
Educational Course 

12 Direct Mail Advertising 
13. Salesman's Folio 


$4 


Ohio 
$¢ 


ABRAHAM LINCOLN 


Home Office Spring field, 
HB. HILL, President 
Fr. M. FEFFER 





ot a A a A 


Springfield, Llimois. 


Gentlemen : 
Kindly send me information 


Contract I am interested. 


NAME 


ADDRESS 


a oe ee ee er Lote | 


Company 
Write= 


thought it would be a good 


Perhaps 


you would like to know, so 
we'll give you the answer— 


Yes J 


equip our Sales Staff with 


14. School for General Agents 


Illinois, Indiana, lowa, 
Michigan, Missouri and 


INSURANCE COMPANY 


(Formerly Mutual Life of Illinois) 


Vice-President and Agency Director 


Sur- 


1S 
we 


this 





| 
also | 


lps: 








| 
LIFE 


Hinois | 





Abraham Lincoln Life Insurance Co., 


» re- 


garding your “Complete Coverage 








field, Mass., a stock company. Both com- 
panies do general accident and health 
business while the United States Indem- 
nity Society had the right to pay a $100 
natural death benefit, the only assess- 
ment company of the state having that 
right. 

The United States Indemnity on Dec. 
31 had 2,671 policies in force and ad- 
mitted assets of $61,999, while its lia- 
bilities were $7,355. 


Physician’s Correspondence Was Notice 


A company which insured a man 
against accident is liable when he suf- 
fers from a leg broken in three places 
and numerous fractured ribs, it was held 
by the North Dakota supreme court 
in the case of James A. Wenstrom vs. 
the Aetna Life. The case was appealed 
by the company from the Foster county 
district court on the company’s claim 
that "Wenstrom had not made sufficient 
proof of injury. The higher court held 
however, that notice given the company 
by Wenstrom’s physician was sufficient 
proof of the accident. The same leg 
was broken at two different times, once 
in one place and later in two places. The 
supreme court held the plaintiff entitled 
not only to payment under the policy, 
but to recover the premiums he had paid 
on it while he was disabled, 


Seeks License in Three States 


Mike O'Sullivan, accident department 
manager for the Mountain States Life, 
reports that admission has been re- 
quested of Nebraska, Colorado and 
Wyoming for the sale of accident and 
health insurance. The Mountain States 
Life is already entered in those states for 
life business 


Holds Big Picnic 

The annual picnic of the Business 
Men's Assurance home office force was 
held last week. Two hundred and sev- 
enty-five people attended the _ picnic 
which included a golf tournament, base- 
ball and games and contests in the after- 
noon, followed by a dinner. 


Licensé Is Approved 


PORTLAND, ORE., Aug. 31—The attor- 
ney-general’s department of Oregon has 
sent a supplementary opinion to Clare A, 
Lee, insurance commissioner, regarding 
the licensing of the Mutual Benefit 
Health & Accident, stating definitely 
that the company is entitled to a license. 
Sometime ago when the matter of license 
came before the attorney-general’s de- 
partment, it ruled that the company was 
disqualified, as some of the necessary 
papers were not forwarded to the depart- 
ment by the insurance commissioner's 
department. Since that time, however, 
the case has been reheard and, with all 
the papers before him, the attorney-gen- 
eral has held that the company is en- 
titled to a license. The insurance com- 
missioner has revoked his original order 
which denied the right to the company 
and has notified its agents that a new 
order touching the application for li- 
cense will be issued in the near future. 


| NEWS OF FRATERNA 


selene 


LESS INTEREST IN LODGES 


Modern Conditions Have Caused People 
to Swing Away from the Old 
Society Meetings 





Fraternal insurance companies have 
found that there is less and less interest 
in lodge meetings. Since the advent of 
good roads, and greater use of the auto- 
mobile, radio and other modern pos- 
sessions, people that went to lodge meet- 
ings im the past are not doing so today. 
In fact many fraternals find that meet- 
ings are perfunctory and about all that 
is done is to have the janitor open the 
hall at stated times and no one appears 
It is likely the fraternals may take some 
steps to eliminate or greatly modify the 

requirements. The state laws re- 
quire that a fraternal must operate on 
the lodge system. Seemingly this has 
become obsolete and needless 


| | 
jmodcye 


Would Enter Life Field 
A new fraternal proposing to 
limited and practically closed contracts 


issue 





is in process of organization. The Band 
of Hope of the World is a fraternal of 
Kansas City, Kan., that has been issuing 
burial insurance and now proposes to 
branch out with the writing of life in- 
surance. The society now has about 200 
members and has been in existence sev- 
eral years. By confining its business en- 
tirely to burial insurance and not writ- 
ing policies that exceed $200 the com- 
pany has not been under the jurisdiction 
of the insurance department. 

The plan of the society is to limit the 
writing of policies to $1,000 for any 
member. The proposed contract pro- 
vides that when a member reached his 
expectancy he would not be required to 
pay any additional premiums and would 
be given practically a paid-up policy for 
$1,000. Under the ruling of the attor- 
ney general that fraternal societies can- 
not write closed contracts, the Kansas 
department does not believe it can per- 
mit the issuance of this class of policy. 





To Examine Kansas Fraternal 
The National Convention of Insurance 


| Sept. 5. 


Commissioners has announced a conven- 
tion examination of the Fraternal Aid 
Union of Lawrence, Kan. The examina- 
tion is to begin Sept. 6 and the insurance 
departments of Maryland, Illinois, Iowa 
and Wyoming will participate with Kan- 
sas in the examination of the society. 


Lutheran Brotherhood’s Convention 


Seventeen states were represented at 
the convention of the Lutheran Brother- 


hood which opened at Old Orchard, 
Wildhurst, Lake Minnetonka, Sept. 1. 
The meetings will continue through 


The program includes addresses 
by Walter Basye, editor of the “Frater- 
nal Age”; Dr. Charles E. Brooks, actu- 
Ekern, 


ary, Madison, Wis.; Herman L. 
former attorney general of Wisconsin 
and counsel for the society, Madison, 


Wis., and J. A. O. Preus, former gover- 
nor of Minnesota, and chairman of the 
board of the society. The society was 
organized in 1917 by Mr. Preus, Mr. 
Ekern and Rev. Mr. Eggen, former edi- 
tor of the “Lutheraneren.” Mr. Ergen 
is president of the organization. 
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Policy Literature, Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest’’ and ‘‘Little Gem,”’ Published Annually in May and April respectively. 


Supplementing the “‘Unique Manual- | 














ISSUES RETIREMENT ANNUITY 





Columbus Mutual Announces Four New 
Forms, With or Without Disa- 
bility and Death Benefit 


The Columbus Mutual Life has issued 
four new policies, a cash refund retire- 


| 
| 
| 
| 


tically arranged. In accordance with 
the wishes of the agency force shown 
by a vote taken among the company’s 
branch managers, the endowment at age 
85 policy forms have been discontinued 
and life forms substituted. An innova- 
tion is that premiums are not quoted 
for $1,000, but for $2,000, $5,000 and 


| $10,000. It is expected that the psycho- 


ment annuity at age 60 and one at age | 


65 and a retirement annuity at age 60 
and one at age 65. The four forms may 
be issued with or without disability and 
death benefits are provided during the 
lifetime of the policy, based upon the 
cash value of the policy. The rates 
differ for male and female risks. The 


schedule for $100 of monthly benefit on | 


male risks is as follows for the 
policy forms: 


Annuity at 65 Annuity at 60 









Cash Cash 
Age Refund Life Refund 
16 143.30 $ 190.00 
17 148.70 197.70 
18 154.30 205.80 
19 160.20 , 
20 166.40 
21 173.00 
22 180.00 
23 187.20 
24 195.00 2.26 
25 203.20 8.! 
26 2 
28 2 
29 2 
30 2 
31 2 
32 2 
33 
34 
35 
36 
37 
38 
39 
40 
41 
42 
43 
44 
45 
46 
47 
45 
19 
50 


53 1,080.80 
54 1,198.60 
55 1,340.30 


1,093.10 





Illinois Bankers Life 


The Illinois Bankers Life of Mon- 
mouth, Ill, has extended its policy limits 
so that it is now permitted to write in- 
surance on lives from one day to 65 
years of age The company heretofore 
was writing from 15 to 59 years. Addi- 
tional rates have been published for 
ages from 59 to 65 and a series of ju- 
venile policies has been issued covering 
ages from 1 day to 14 years The ju- 
venile policies provide an increasing 
death benefit during the first 10 years, 
with full valuation at that age. 


Acacia Mutual 
The Acacia Mutual has issued a new 


four | A 
| ability 


} cuse, N. Y., has 


logical effect will be the increase of 
many $1,000 applications to $2,000. 





Farmers & Traders 
The Farmers & Traders Life of Syra- 
revised its disability 
riders to afford the insured greater pro- 
tection than under the clauses hereto- 
fore used. At the same time the dis- 
rates have been increased. Fol- 
lowing are the new rates at quinquen- 
nial ages on ordinary life, 20-payment 
life and 20-year endowment policies, for 
waiver of premium only and also for 
waiver of premium and $10 a month in- 
come: 
Waiver 

and $10 Monthly 


Waiver Only 
20 20 Yr, 


20 Yr. 20 





Ord. Pay. End. Ord. Pay. 
16 §$ .30 $ .30 $ .3 $2.08 2.97 
20 .36 32 36 2.3 
25 .38 34 38 2.66 
30 42 36 42 3.02 
35 .48 42 48 3.50 
40 .68 54 42 4.16 
45 9S 94 1.13 5.08 
0 1.28 1.31 1.39 6.08 
55 1.64 1.70 1.83 6.74 
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WOULD INVENTORY PROSPECT 


| Frank L. Jones Urges Fixing of “Hu- 


man Values” in Address to 
Memphis Association 


MEMPHIS, TENN., Sept. 1.—Speak- 


, ing at the regular meeting of the Mem- 


phis association Frank L. Jones of In- 
dianapolis, general agent of the Equita- 
ble Life of New York, who was presi- 


| dent last year of the National Associa- 


rate book in a convenient size and prac- | 


tion of Life Underwriters, urged the im- 
portance of “inventories” of prospects tor 
the purpose of fixing the “human val- 
ves” of men and women who are poten- 
tial buyers of life insurance. Mr. Jones 
illustrated his method of fixing the hu- 
man value of a prospect by designating 
the earnings of the individual as the 
return from his capital investment. He 
declared that a man who earns $20,000 
a year is the equivalent of a $100,000 
business concern paying a return of 5 
percent, 

“This method of rating the individual 
and measuring his value as you would 
measure the value of a business enter- 
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prise by its earnings,” Mr. Jones de- 
clared, “impresses that individual with 
his importance as a going concern and 
the necessity for protecting himself. 
Once he recognizes his value and im- 
portance as a business institution, the 
life insurance salesman has little diffi- 
culty in writing a policy.” 

Mr. Jones declared that there is no 
fixed formula for selling life insurance. 
Times change constantly, he pointed 
out, requiring constant study for the de- 
velopment of new selling ideas. He in- 
sisted that the plan which sold life in- 
surance last year is not necessarily the 
best plan for selling the same article 
this vear. He prefaced his address with 
a plea to local underwriters for the sup- 
port of the National association and its 
policies. He called attention to efforts 
being made by the national organization 


| 


to elevate the writing of insurance to 


the plane of a profession. He also urged 
closer cooperation between insurance 
men for the common good of all and 
stressed the importance of writing con- 
tracts “that will stick.” 

* * 

New VYork.—The 
New York association 
4 at the Hotel Astor, 
been changed from the 
in order to avoid conflict 
vention of the National Association of 
Life Underwriters at Memphis, Ocr. 12- 
14. This will be the first dinner meet- 
ing held under the chairmanship of P 
M Fraser, newly elected president 
[lwo speakers have been secured, Charles 


meeting of the 
will be held Oct 
the date having 
scheduled date 
with the con- 


first 


| succeeds H. M 
jand A. S. Elford have 





j 
Chester O. Fischer, general agent of 
the Massachusetts Mutual Life in St. 
Louis will give an address on “Assets 
and Liabilities.” There will be special 
entertainment features with community 
singing. An attempt is being made to |} 
secure a special Pullman to take the 
Indiana agents to the annual meeting 
of the National association in Memphis 
in October 
President Meub announces that at the 
November meeting of the Indianapolis 
association an address will be given by 


Frank L. Jones and a report of the an- 
nual meeting of the National associa- 
tion will be made by Elbert Storer. The 
speaker for the December meeting of 


the association is Darby A. Day of Chi- 
cago, who will talk on “Income Insur- 
ance.” 


x 


Baltimore.—Plans for the first fall 
meeting of the Baltimore association 


have been completed and the date has 
been set as Thursday, Sept. 8 It will 
be an evening meeting at the Emerson 
hotel toger B. Hull, recently elected 
manager of the National Association of 
Life Underwriters, will be the principal 
speaker, this being his first attempt 
before insurance men since he assumed 
his office The second speaker will be 
William F. Broening, mayor of Balti- 
more, a popular figure and brilliant 
speaker 
: 2 8 

Seattle, Wash.—C. J. Sauter is the new 

president of the Seattle association He 


Walthew W. A. M. Smith 
been elected vice- 
Hugh §& Bell secretary 
tandolph, treasurer, and T 
trustee 


presidents; 
Stanley W 


LIFE INSURANCE 


EDITION 








OPPORTUNIT 


ing. 


exists with the Equitable Life of Iowa for 
industrious, efficient men. 


In a conservative way the Equitable Life 


of Iowa is constantly growing and expand- 
This substantial growth, which has 
now passed the mark of Five Hundred Mil- 
lions of insurance in force, offers exceptional 


A. Garrigues, opportunity to capable underwriters. Sixty 


C, Gilman, leading producer of the Na- Mr. Garrigues, dean of the association, 

tional Life of Vermont in Boston, and | jn his 82nd year, was made a life mem- f i ili j - 
John Marshall Holcombe, Jr., manager | her and presented with a cane A. H years of Sa ety, service and stability build 
of the Life Insurance Sales Research | Hyot spoke on “The Sticking Valves of ing have made a reputation for this com- 
Bureau of Hartford. Mr. Gilman will | Selling.” 


pany which is a distinct advantage to those 
who represent us in the field. 


speak on “Nothing New Under the Sun.” 
Mr. Holcombe will take as his subject, | 


“Where Are You Going?” 


INTEREST IN REPORT 


* * x 
haulertie—At the annual meeting TO BAR ASSOCIATION The fine spirit of cooperation between the 
of the Louisville association last week | : 3 ~ "PAGE 3 : : 
the following officers were  élected is Pins pain orany ot stg chy leas Home Office and its field force is out- 
President, McKay Reed, John Hancock | ot the committee, neither ¢ nese | < standing. 


Mutual Life; vice-president, William 
Colgan, Colgan Insurance Service; vice- 
president, R, F. Clendenin, Northwestern 
Mutual Life; secretary and treasurer, 
Pr. H. Lowry, Mutual Life of New York; 


was well founded.” 

No mention is made of a 
agency law, in regard to which the com- 
mittee had previously stated that “a 
resident agent’s law is one which your 


resident 


executive secretary, Miss Martha Merri- | committee believes proper to omit from 
field. ° ; rt cont 
L. O. Schriver, assistant superinten- | this draft, because it is not essential to 
dent of agents of the Aetna Life, was | “¢ Proper regulation or insurance os 
the speaker. | to the protection of the public interest. 
x * |} On this point Mr. Bennett has brought 
Cleveland—Darby A. Day. general | to its attention decisions of federal and 
agent of the Union Central Life in Chi- | state courts holding that insurance so 
cago, will be the speaker and guest of | affects the public interest that it justi- 
honor at the first fall meeting of the | fied legislative regulation, including the 


Cleveland association, Sept. 16. The sub- | agency branch 

ject of his address has been announced 

as “What We Are and Why.” On a States and Residential Restrictions 

previous appearance of Mr. Day before | om ee ieee ; 

the Cleveland association, the largest At the present time 44 states have 
resident agency restriction laws. In 25 


association's history 
record 


meeting in the 
held, and 
anticipated 


was 


another gathering is 


Kansas City. Mo.—The Kansas City 


| of them 


life agents are excluded either 
by definite provisions in the law or by 
rulings of state insurance departments 





Home Office: Des Moines 


asa The only four states having no resi 
association will hold its first meeting | dence restrictions are New York. Ili 
+ lag a age Agu 13 at the Kansas | yojs) Indiana and Nebraska. The con vat 
Athletic ib | y . ° 
: . | stitutionality of these laws, at least | Sixtieth Anniversary 1927 


San Francisco.—For the purpose of 
formulating plans for their administra- 
ion the newly elected officers and execu- 
tive committeemen of the San Francisco 


those in effect in Maine, Ohio and Wis- 
consin, was upheld by the United States 
Supreme Court in the famous Chrysler 
Palmetto case. 























association held an informal meeting | Attacked by Dunham 
cewek, "eas" ofere headed Bi «i | ARE YOU READY FOR ADVANCEMENT? 
Arthur S. Holman, manager of the Trav- In spite of this they were attacked C 4 7 
elers, will be installed at the September | last spring by Frederic G. Dunham, who 
meeting. It is expected that a large | was then attorney for the Association HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 
number of new members will be admit- | of Life Insurance Presidents and has THIN 3 ‘A HY NOT CAPITAL ze YOUR ABI ITY AND EXPERIENCE TO 
ted to the association at this meeting ~~ hen . we P she _— ved / : +. : wr CE TO 
: : “ey since become general solicitor of the YOUR OWN ADVANCEMENT BUILD YOUR OWN GENERAL AGENCY IN 
a” the Heron Trophy will be pre- | Metropolitan Life. In his brief he at- YOUR OWN CITY WHERE YOU ARE KNOWN. WHY NOT HAVE THE LARGER 
ented, a . Se retried: COMMISSIONS AND LONGER RENEWALS AND OVERWRITING COMMISSIONS 
Warner McCann, member of the re- —— ke = ce oe law “ = - ON THE PRODUCTION OF MEN YOU APPOINT 
xec Pc ee . acen. | CONStitutional because in violation of the 
‘tring executive committee of the asse | Comntdaadtie tents nn which forbids WE HAVE SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN. ILLINOIS 
ciation, was host to his fellow membe rs rteenth amenc ent, . ber OHIO, IOWA, MISSOURL, PENNSYLVANIA AND NEW JERSEY. IF WE HAVE NO 
of the committee and the retiring offi- | any state discriminating against the citi AGENCY IN YOUR VICINITY, WRITE TO US 
cere of the association at a dinner at | zens of any other state in regard to WE OFFER YOU VERY DISTINCT ADVANTAGES 
his home in Berkeley Aug. 31 A. V.| privileges and immunities Although Splendid General Agency Contract. long term renewals 
rape. — a ye member of | there is much speculation here, it is im- All standard forms of policies, both part ting and non-participating 
— ne has serve e assoc A : heral disability henefits 
© commitvee has served the association | possible to say what influence, if any. Libera S Riecede . 
in various capacities during the past , “a had i -e A - a Rae Guaranteed Pren n Re tion ( sons, begit g at end first year, with further 
year, particularly in connection with the this riel mac mM determining cae pas _ cash dividends each year after the second, making very low net cost 
sales congress, was also a guest | Association committee to omit all ref- ( on is invited if you have a clean record and the alility to write 
erence to residence restrictions in draft “< levelop a General Agency. You know y wn ability and your 
the ‘ ~ : —— a - ywn lemitations Can you measure up’? Can ake this the t ning point in your life, 
In@lanapetia.—T he Indianapolis as- | '"& proposed insurance code. the door to the larger opportunity and larger income of which you have dreamed? 
sociation will open the season Sept. 9} Familiar With Life Insurance TOW! y Ty 
with an outdoor gathering at Broad | eter ag GIRARD LIFE INSURANCE COMPANY 
Ripple Park on the edge of the city. | _ It is pointed out that Chairman Bro Opposite Independence Hall 
rhere will be athletic events and con- | Smith of the Travelers and Mr. Hurrell PHILADELPHIA. PA. 
tests in the afternoon followed by aj|of the Prudential are members of the 
chicken dinner in the evening when| Association of Life Insurance Counsel | 
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and are perhaps more familiar with life 
insurance than other lines. No good 
reason is suggested to account for the 
committee's failure to suggest agency 
qualification laws, for the life insurance 
fraternity is deeply interested in the de- 
velopment of fully trained and qualified 
agents, as can be seen in the new project 
of the National Life Underwriters As- 
sociation to establish a chartered Amer- 
ican college of life underwriters. It is 
felt in many quarters in fire and cas- 
ualty circles that the entire insurance 
world would approve not only a good 
agency qualification law but a carefully 
worked out resident agency law if life 
agents were specifically excluded from 
the latter. 


NATIONAL CONVENTION 
PROGRAM COMPLETED 


(CONTINUED FROM PAGE 3) 


(hb) The American Life Convention. 

(c) The Canadian Association of Life 
Underwriters 

4:50 p. m.—Appointment of a nominat- 
ing committee 

4:55—Announcements. 

5 p. m.—Adjournment 

8 p. m.—Southern ball. 


Thursday, Oct. 13 


Chester 
National 


of Morning Session, 
first vice-president, 


Chairman 
©. Fischer, 
Association. 

9:15 a. m.—Singing, 
Sprague, Boston. 

9:25 a. m.—Invocation, 
Et t lesson, Congregation 
Israel, Memphis. 

9:30 a. m.—*“Life Insurance 
Protection,” Frank M. See, 
Union Central Life. 

10 a. m.—“A Program of Life Insurance 
Protection,” Tressler W. Callihan, mana- 
ger, department of education, John Han- 
cock Mutual Life 

16:30 a. m.—*“Life Insurance 
vestment,” M. Albert Linton, 
Provident Mutual Life 

11:05 a. m.—"“How to Sell Monthly In- 
come Life Insurance,” J. Elliott Hall, 
general agent, Penn Mutual Life 

11:45 a, m.—*Industrial Insurance.” 

12:15 p. m “What I Have Learned 
from This Morning's Session,” John L 
Shuff, manager, Union Central Life. 

12:30 p. m.—Announcements 

12:40 p. m.—Adjournment 

1 p. m.—Million Dollar Round 
Luncheon conference of writers who 
for $1,000,000 during 1926, or In the 
ending Oct. 1, 1927, Paul F. Clark, 
Mass., chairman 


led by David E. 
Rabbi Harry W. 
Children of 


for Family 
manager, 


as an Yn- 
vice-presi- 


dent, 


Table 


paid 
Vea 


Thursday Afternoon 


Meeting 
ombe, Jr., 
Research 


Management Group 
Marshall Hole 


Insurance Sales 


Agency 
Chairman, John 
manager Life 
Bureau, Hartford 

2 p m “Standardized Methods 
Agents,” Earl F. Colborn, 


for 


Rochester, 


Rural 
Ok- 


ems of a 


Oklat oma City 


2:20 Ff m Prob! 
Agency,” J. A. Wood 

50 p. “Demonstratior 
Job to the New 
Little Rock Ark 
Value of Managers’ 

Omaha, Neb 
Scheme in Operating 
Day, Chicago, I! 
-~Summary, John Marshall 
Hartford, Conn 
Adjournment 
afternoon at 3:39 p. m. will 
Dale Springs, with 
rituals by Mississippi 


of How to 

Man,” J J 
Harrison, 
12 p. m 

H. O. Wilhelrn 
3:49 p. My 

Darby A 


“lubs,” 


an Agency 
4:10 p. 
Hg lcombe Jr.. 
4:15 p. m- 
Thureday 
be held a barbecue at 
singing of negro sy 
darkies 


Rp. wr Theater parties 


Friday, Oct. 14 


of Morr 


“ Avare second vice 


ne Session George 


Na- 


airman 


pre cident 


nvoecatior Rev J 7 
CrConnor ot reh of the Blessed Sacra 
Bequest Insurance,” Dr 
Alfred Williams Anthony, chairman, com 
mittee on financial and fiduciary mat 
} Churches of 


Insur 
Pitts 


a.r \ cessful Bequest 
‘ampaigr William M. Duff, 
buret Pa 
0:15 a. 
letion of My 
Life Ineurance Col. Luke 
ville, Tenr 
10:45 a 


Guaranteed 
Plans Through 
Lea, Nash- 


m.—‘“Completion of 





| the 


lin which 





Plans Through Life Insurance from the 
Woman's Point of View.’ 

11 a. m.—“‘The Trust Company's Place 
in the Plans of the Life Underwriters,” 
Leroy A. Mershon, manager, American 
Bankers Association. 

11:30 a. m.—Five minutes again 
David E. Sprague. 

11:35 a. m.—*“Pending Litigation to 
Follow Through on the Frick Decision,” 
Roger B. Hull, managing director and 
general counsel, National Association of 
Life Underwriters. 

11:50 a. m.—“Illustrations of Actual 
Sales in a Life Insurance Program,” in 
charge of Charles C. Gilman, Boston, 


with 


Mass. 

“How I Sold an Income Policy,” M. J. 
Donnelly, New Castle, Pa. 

“How I Sold a Business Policy,” Ralph 


G. Engelsman, New York. 
“How I Sold an Educational 
James A. Whitmore, Hartford. 
“Human Interest Values in Selling Any 
Policy,” Robert J. Williams, Cincinnati, 
Ohio. 
12:50 p. m.—Report of nominating com- 
mittee, report of resolutions committee. 
1 p. m.—Adjournment. 


Policy,” 


Friday Afternoon 


All-Star Producers Session. Chairman 


of Se ssion, John C. McNamara, Jr., New 
York, N. : 

The following discussions are by five 
personal producers whose annual paid- 


for business averages at least $2,000,000. 


2:15 p. m.—Singing, led by David E. 
Sprague, Boston 

2:20 p. m—‘Changing Prospects to 
Policyholders Through Programming,” 
Gustav C. Wuerth, New York. 

2:50 p. m.—“Consecutive Weekly Pro- 
duction,” George W. Ryan, Pittsburgh. 


3:20 p. m.—“Estate Engineering,” Earl 


G. Manning, Boston. 


3:50 p. m.—Last spasm with “Dave” 
Sprague. 

3:55 p. m.—*“Favorable Publicity and 
Direct-by-Mail,” J. Mitchell Thorsen, 
New York. 

4:25 p. m.—“What Constitutes Efficient 
Trust Company Cooperation to Life Un- 
derwriters?” Edward M. McMahon, New 
York 

4:55 p. m.—Summary of the session, 


Franklin W. Ganse, Boston. 
5 p. m.—Adjournment. 

8 p. m.—Mass meeting, 
convention. 


closing the 


LIBERTY LIFE HOLDS 
ITS SIXTH CONVENTION 
(CONTINUED FROM PAGE 4) 


Wayne County; F. A. Adams, 
visor East St. Louis agency; William 
Kenner, supervisor Wayne County 
agency; Irven Armstrong, supervisor 
Baltimore agency; H. L. Thompson, 
supervisor, Chicago; Beatrice Evans, 
Chicago; Stuart F. Whiting, supervisor 


super- 


Louis agency; J. B. Snowden, super- | 
visor, east Kentucky; W. C. Ross, sup- 
ervisor, Michigan; E. Birch, Kansas 
City. 

Mr. Chennault, whose subject was 
‘The Amount of Business an Agent 
Should Produce Yearly to Be a Suc- 
cess; said in part: “That salesman is a 
success who sells to the limit of his 


ability,—-be this what it may. Some men 
have the ability to do $200,000 a year 
and do not do it. Others have the abil- 
ity to sell $75,000 a year, and sell it. 
The latter are more successful than are 
former, because they keep going 
always to the maximum of their ability.” 

Opening the Friday session, Miss 
Mayme Hickerson, manager of the com- 
‘s policy department, made a con- 
and sparkling inspirational address 
she called the policy depart- 
ment the link between the company and 
humanity and said that where as the 
Negro in the last century has progressed 
yrincipally only on church and fraternal 
and has suffered economically be 
cause of the time when he 
aside sentimentality and 
take his place in the 
world of business. “The Negro must 
carry on in the political, industrial, 
nomic world no less than in the church 
and fraternal world,” said 


pany 


cise 


' 
| 
lin es 
this, is come 
brush 


consciously 


must 


miust 
eco 


she 
Inapection Conservation Discussed 
W. E. Watts, manager of the inspec 
tion department, gave the essence of his 
address in the phrase, “The purpose of 
inspection is to learn what is right with 


Life's | a risk as well as what is wrong with it.” 


| Charles L. Lewis, manager of the con- 


| 











| do not sell a contest to the public. 


speaking on 


servation department, told the delegates: 
“All talk and writing about conservation 
can be boiled down to this, that con- 
servation is synonymous with service to 
policyholders.” He urged that the 
agents sell the business thoroughly; ex- 
plain policies on delivery; warn against 
twisters; sell policies to fit cases; sell no 
more than the policyholder can carry; 
make service calls, especially during the 
first two vears of the ife of the policy; 
and do their best at all times to prevent 
lapsation. 


Dr. Bousfield Leads Symposium 


A symposium on “The Business Life 
Insurance,” led by President Bousfield, 
detailed the operation of a life company 
in all its members and was contributed 
to also by E. B. Dickerson, general 
counsel; W. Ellis Stewart, secretary; 
and L. F. Simpkins, director of agencies. 

The closing event of the canvention 
was the banquet and the Bousfield 
Trophy award. The silver cup, which 
was given as well for agency-building 
value as for actual production, went to 
the Kansas City agency, directed by 
Elmore Williams. 


MUTUAL TRUST LIFE 
MEN IN CONVENTION 


(CONTINUED FROM PAGE 5) 


and permanent disability and double in- 
demnity. 

Paul E. Walton of Milwaukee, who 
produced over $500,000 last year, stated 
that 95 percent of the people do not 
think. “It is up to you to do the think- 
ing for him,” he said. He scored a big 
hit when he said: “Do not pick all the 
cripples for your company. Do a little 
sleuthing. You can easily tell just by 

little examination whether or not the 
man is going to be able to pass. Do this 
and you will avoid a good deal of em- 
barrassment.” 

John Nystul, general agent at Fargo, 
N. D., was the next speaker. He said 
“The production club of any life insur- 
ance company has more meaning than a 
free vacation in return for a certain vol- 
ume of business. The human element is 
all in life insurance. Membership in a 
production club gives new confidence. 
It gives a new vision of my own com- 


pany. In meeting the other agents I 
get a greater prospective of company 
work. It shows me my part, it shows me 
my responsibility in building the com- 
pany. 
Now a Profession 
John Goggin of Hartford, Conn., 


“Life Insurance as a Pro- 
“It is no longer a game 
But we 


fession,” said, 
but a profession of high calling. 
must analyze our own profession first. 
We must first exercise creative sales- 
manship, for we are selling something 
intangible and we are at the same time 
working out our life plan. Above all, 
Con- 


| tests are mag to inspire agents and not 


i the 


| the 


| afraid of himself. 


to make you beg for business for your- 
self. A good underwriter must have 
following qualifications: You must 
be well versed; you must be physically 
fit; you must have an A 1 standing in 
your community: you must act as a pro 
fessional man.” Mr. Goggin’s talk was 
followed by a very clever comedy given 
by Halsey Steins of Chicago, who as a 
prospect came into the office of Agent 
Doo Little, which part was taken by A. 
Wilder. 


Tribute to Officers 


In a very inspiring talk in which he 
recalled the early history of the com 
pany, Charles G. Londberg of Moline, 
Ill., one of the oldest general agents of 
company, paid a beautiful tribute to 
the feunders and pioneers. He gave an 
especially fine tribute to Edwin A. Ol 
son, the president of the company and 
M. A. Nelson, treasurer. David Ander 
son of Chicago in his talk on “Putting 
It Over” said that a man 
sibly dominate an interview if he is 
He must carry confi- 
dence in himself and his company from 


cannot pose | 








| 


the president down to the lowest em- 
ploye. Albert Swanson of Chicago fol- 
lowed Mr. Anderson and in his talk he 
said, “You must think in figures that 
fit the prospect. Do not try to sell a 
large amount of insurance to a little 
fellow and do not be afraid to quote a 
large amount to the fellow who can af- 
ford to buy it. Most of us take ‘No’ too 
quick for an answer.” In a talk on 
“Overcoming Obstacles,” Abraham Gold- 
stein of Hartford made the point that 
the average agent gives up entirely too 
soon. He said, “In the first place a man 
is not prepared fairly to win. He does 
not really know what he is fighting for.” 

This session was closed by a splendid 
talk by Vice-president Peterson on 
“What is the Price?” Mr. Peterson em- 
phasized preparation. It is all essential 
to have close, careful and good prepara- 
tion. It is up to the individual to choose 
his own way. 

Club Had Session 


The Thursday evening session was 
held at Grand Canyon Lodge with Vice- 
president Peterson in charge. This was 
the organization club meeting and Mr. 
Peterson suggested the formation of a 
new club to be known as the “Organiza- 
tion Club” so that general agents could 
qualify for the convention except on an 


organization basis. A. E. Wilder in a 
very fine talk analyzed the general 
agent’s job. He said, “It is intensive 


cultivation of a definite piece of territory 
assigned to him. The territory that is 
not disastrous develops a crop. Mr. 
Wilder urged the general agent to ana- 
lyze his territory carefully. For exam- 
ple, does the general agent become 
aware of the wealth, if located in his ter- 
ritory? You cannot find the type of man 
you want as an agent unless you know 
the type vou are looking for. Follow- 
ing this Mr, Wilder outlined the require- 
ments for membership in the organiza- 
tion Club. In going over the three quali- 
fications outlined by Mr. Wilder in “On 
Finding the Man,” George A. Hatzes 
of Manchester, N. H., said he finds that 
men who have had no experience in life 
insurance make the best agents, if they 
have the proper ambition and the proper 
background. Mr. Hatzes spoke from the 
standpoint of the city general agent and 
M. I. Solberg of Eau Claire, Wis., spoke 


on the same subject from the rural com- 
munity standpoint. Mr. Solberg had 
worked entirely in rural communities 


He picks up men with salesmanship abil- 
itv. He maintains that when a man has 
signed up with a general agent, he must 
go out with the new man and write at 
least three or four applications to show 
him that it can be done and to stay with 
him to get the fellow started. 


Must Visualize Ideal« 


On the subject, “Training a Man,” S. 
P. Hedman of Worcester, Mass., said. 
“In training men have a clear picture ot 
the agency you wish to create. The 
agent must represent the policyholder: 
he must be fair to his competitor and 
he must have the policyholder’s view 
point clearly in his mind all the time. 
Above all, an agent well selected is an 
agent half trained.” 

George E. Lindberg of Crosby, Minn., 
in speaking on the same subject said, 
“Spend enough time with a man so that 
he knows the facts in the business.” 

Israel Kaplan of Boston on “Super- 
vising Men” said, “The general agent 
must be a leader and must contain the 
respect of his men. He must be strict 
and at the same time he must be fait 
to the men. He must set an example 
in personal production or at least show 
the agents that he can produce if he has 
the time for personal production.” O. 1 
Hertsgaard of “per ge spoke on the 
same subject. He said, “It is not neces 
sary to supervise. | ‘do not like that 
word. I would rather say that I am aid- 
ing, steering and helping a man. The 
general agent must know more than his 
He must continually keep ahead of 


men. 
his men. He must be a father confes 
sor. He must let the men come to him 


with all their problems and be able to 
work out a satisfactory solution for 
them.” 
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Many Reasons for Carrying Business 
Insurance, in Addition to the Basic 
Protection Against Death, Are Cited 


reason for carrying business in- 

surance, inasmuch as many other 
factors are to be considered in any busi- 
ness, according to T. M. Green of the 
Fidelity Mutual at Baltimore. Produc- 
ing brains, buying brains, selling brains, 
organizing brains, he points out, all have 
their respective valuations, whether in 
a one-man business, a partnership or a 
corporation. 


D:: ATH is far from being the only 


Uses Found in a 
One-Man Business 


“If a man in a one-man business car- 
ries life insurance for his family,” he 
said, “why is it not just as important to 
perpetuate his business and at the same 
time replace the income of the family 
that is lost when he dies? Again, he 
may wish to perpetuate his business for 
his son, who is to follow him across the 
bridge he has built. Still again, would 
it not be wise for him to look forward to 
the day when he might retire on the pro- 
ceeds of a life income policy, 
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BROAD UNDERWRITING 
SUB-STANDARD BUSINESS 
f COMPLETE PROTECTION 
LIBERAL COMMISSIONS 
HOME OFFICE CO-OPERATION 


/ Write 


1 such a would be 


ance? 


case 


he carries has expired. 
20-year 
would 


endowment 
buy the property 


4 percent of the principal. 


Specimen Business 
Insurance Case 


mind a 
Baltimore 


“IT have in 
business in 
man. 


the business. 


employes. One man of 


his whole life in the 

man were to die suddenly 
would be wiped out in a 
these men who have been 


in building up the 
without a job. 
this man whereby he 
for $200,000, which 


; > | 
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business 


large 

owned 
He has a son going to college who 
will soon graduate and be ready to enter 
He has about five trusted 
spent 
If the 
business 
and 


by 


has 
business. 


moment, 
loyal to him | 
business would 
A plan was outlined to 
incorporate 
be divided 


could 
would 


insur- 
Or perhaps he may wish to buy 
| his place when some long term lease that 
| In such a case a 
business 
ior 
will have made the purchase 
paying some small amount, { 


policy 
him. 
simply by 


aps 3 or 


wholesale 
one 
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$100,000 of 7 percent cumulative 
preferred stock and $100,000 of common 
stock. Then the owner was to call in 
these young men who had helped him 
build his business and give them 49 per- 
cent of the common stock, he himself re- 
taining 51 percent. The owner was in- 
sured for $100,000 on the ordinary plan, 
payable to his wife, making his son the 
contingent beneficiary. Next there was 
an agreement entered into between this 
man and his business associates that in 
the event of his death the business 


would become automatically the prop- 
erty of the survivors, according to their 
holdings of the company's common 
stock. 


Pay Premium 


Out of Bonus 
“The premium could be paid by these 
young men out of a bonus given them 


every 
} 


year. They would then in reality 
e buying out his business on the in- 


stalment plan so that when the owner 


died the common stock would go to 
these capable young men rhe pre- 
ferred stock, of course, would still be 


owned by the widow and could be passed 
on to the son, 

“If necessary, an 
have been made in business agree 
ment giving the the privilege of 
going into the business when he 


arrangement could 
the 


son 


became 





of age. Trustees would then have | 


een 


appointed to look out for his interests 


until he reached maturity. Such an 


ar- 
an 
low, 


rangement would have perpetuated 
income of about $6,000 to the wi 
guaranteed the son's future, and abso- 


lutely assured the 


business. 


continuance of 


Use Outside Lawyers in 
Drawing Agreement 


“The most important part of tl 
is the agreement and I am of 
opinion that it you can keep the m 
lawyer out of the proposition, you 
be much better off. Pick for 


Lasts 


(CONTINUED ON NEXT PAGE) 


the 


se 

the 
an’s 
will 


yourself 


some prominent business lawyers in your 
town and let them attend to the writ- 
ing of the business agreement in these 
Cases 

‘When a business is young and ex- 
' panding, the question of credit is an im 
portant matter and can be solved by 
credit insurance in this way If there 
is an indebtedness at the bank for notes 
on merchandise, then why not insure the 
brains of the business and assign it to 
the bank? I had a case of a tailoring 
business that was growing very fast 
with their credits at the bank multiply- 
ing correspondingly I suggested one 
day to the president of the company 
that perhaps the bank would look with 
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sistent 
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the best 
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at once. 





tossing 


managers 
and happy. 
sell rapidly. 
home - office 


growing 


terested let 


COME--EXPAND 
WITH US 


success into 


the laps of many field men who 


are prosperous 
Our new policies 
We extent per 


co-opera- 


We need managers in a few cf 


cities in the great 
States. If in 
hear from you 


THE BANKERS RESERVE 
LIFE COMPANY 


R. L. Robison, President 
W. G. Preston, Vice-President 
R. C 

Home Office 
Omaha, Nebraska 


Wagner, Sec'y-Treas 








Business in Force $113,000,000.00 
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CALIFORNIA NEW YORK 
codward, Fondiller and Ryan 
Barrett N. COATES Consulting Actuaries 
actenstal, Gente » _ ~ spay Be 
sur Dn or ension u _ am : 
commun tions and Appratsals—statistica Service and 
3 ons — i e 
354 Pine Street - - Francisco managed under cammass 4 Office Systems and 
eee — Insurance Accounting and 
75 Fulton Street New York 
ILLINOIS 
OKLAHOMA 
ONALD F. CAMPBELL 
J. McCOMB 
ACTUARY | “CONSULTING ACTUARY 
SONS NG ACTUAR 
160 N. La Salle St. Premiums, Reserves, Surrender 
Telephone 7298 vaniee etc., Calculated. Valuations 
an =xaminations Made. Policies 
CHICAGO, ILL. and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 
A. GLOVER & CO. 
* Consulting Actuaries 
29 South La Selle Street, Chicago (CONT'D FROM PRECEDING PAGE) 
Life Insurance Accountants more favor upon their loans if the com- 
Statisticians pany had a good sized policy written on 
his life, made payable to’ the company 
as beneficiary and absolutely assigned by 
the company to. the bank. This was 
H. NITCHIE done—result, $20,000 with a premium of 
* ACTUARY about $1,000. Later I found the com- 
1523 Assn. Bldg. 19 S. La Salle St. pany was buying enormous quantities 
Telephone State 4992 CHICAGO of woolens from a large eastern whole- 
sale house and that this account some- 
times ran as high as $30,000. I sug- 
INDIANA gested that he take out a policy in favor 
of the wholesale house to cover this in- 
debtedness. I asked him to call the 
HGH. DAVIS & HAIGHT, Ine. wholesale house to see what it had to 
Consulting Actuaries say if he in any way doubted the ef- 
FRANK J. HAIGHT, President fectiveness of this suggestion. The 
Z wholesale house, of course, realized at 
INDIANAPOLIS once the value of the business insurance 
Omaha, Denver, Des Moines and went so far as to have their lawyer 
call me up, making provisions as to 
beneficiary and assignment. The net 
result of this interview was $25,000 addi- 
tional insurance, placed with a cash 
Y ARRY C, MARVIN premium. 
Gunning Actemy Business Insurance in 
2105 North Meridian St. Real Estate Field 
INDIANAPOLIS, INDIANA “The real estate business, particularly 
in the development field, offers a unique 
opportunity for writing business insur- 
IOWA ance. Not long ago I opened up a case 
by a book lead. This man was making 
quite a development. I elicited from 
L. MARSHALL him the following information: (1) that 
®CONSULTING ACTUARY the development would require approxi- 
As mately four years. for completion; (2) 
Hubbell Building that he owned no stocks or bonds, hav- 
DES MOINES, IOWA | ing kept all his money in cash for im- 
| mediate use as necessary in his work; 
| (3) that he owned a very expensive 
| home that required a good deal of cash 
MISSOURI | for its upkeep; and (4) his only other in- 
| vestment was in vacant land in different 
| parts of the city for future development. 
OHN ———— | It was easy to point out the extreme 
| need of sufficient insurance coverage so 
224 Argyle Bldg., Kansas City, Mo. | that in case of his sudden death his 
| wife could carry on with her home until 
she decided whether to keep it or sell it 
and allow her plenty of time to make 
ALEXANDER Cc. GOOD arrangements either for the continu- 
ation of the real estate operation or the 
CONSULTING ACTUARY transfer and sale of undeveloped prop- 
: eae erties and those not yet completed. I 
1416 Chemical Building showed him there was no other econom- 
ST. LOUIS ical way for him to make up this deficit 
in his estate and that, if necessary, he 
| could carry the insurance for just the 
period of the development and then 
NEW YORK take either his cash value in full or a 
paid-up policy. In either case his net 
, cost would be extremely small. I sold 
M iles M. Dawson & Son him $50,000 with a $3,000 cash premium. 
oe LTING Every Case Requires 
ACCESS Individual Treatment 
36 OW. 44th St. New York City . . 
“You will find in the course of your 
canvassing, either from a book lead or 
straight canvass, many interesting cases 
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which provide openings for the sale of 





business insurance. Each one of them 
requires a different handling of the situ- 
ation and a certain amount of experience 
on the agent’s part to grasp quickly the 
needs in each case. 
interesting and is not as intricate as one 
might suppose. 

“In talking to partners in business I 


| serted in the leading daily newspapers 


| a quarter page 
It is exceedingly | 


often use as an argument something | 


that happened on the Eastern Shore, 
Maryland. I had been talking to two 
young partners, both in their thirties 
and extremely healthy, trying my level 
best to sell each of them $10,000 busi- 
ness insurance to cover their interests 
in their large retail men’s furnishing 
business. 
vinced, thinking nothing could happen 
to them. Not long after, as they were 
closing up for the day a fog rolled in 
from the bay. In a little hurry one of 
them started home a trifle early, driv- 
ing through the town to within two 
squares of his home in the suburbs. At 
that point there was a sharp turn in 
the road. His lights were a little dim. 
Just as he made the turn a wagon 
loomed up ahead of him in the fog and 
the shaft of it went through the wind- 
shield, penetrating his chest and killing 
him instantly. When talking to his 
partner a few weeks later, he said he 
wished to heaven they had listened to 
my suggestions, for the death resulted 
in a quick forced sale of the business— 
every article in the entire. establishment 
slashed down to a price less than cost in 
order to. move it quickly. Finally, an 
auction sale to clean everything up to 
gather together sufficient money to pay 
the widow of the deceased partner. 

“As a rule business insurance sticks,” 
Mr. Green declared in conclusion, “and 
the premiums renew very nicely.” 

Missouri State’s “Ad” Campaign 

The Missouri State Life has perfected 
arrangements for one of the most com- 
prehensive newspaper advertising cam- 
paigns yet undertaken by an American 
life insurance company. Over an eight 
weeks period advertisements will be in- 


Life ‘ 


But they could never be con- | 








COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illinois 


Health ‘ 


in 60 cities in the territory in which the 
company operates. It is planned to use 
“ad” in each paper each 
week. The papers that will be used have 
a combined circulation of 6,250,000, 
which means the company will broadcast 
50,000,000 individual sales messages dur- 
ing the campaign. 

Later this daily newspaper campaign 
probably will be supplemented by ad- 
vertisements in some of the country’s 
leading periodicals. 





WANTED 


STATE 
SUPERVISOR 


for Texas, for legal 
reserve company 
with income of 
over three million 
dollars. Address 
B-18, care The Na- 
tional Under- 
writer. 














Accident 








factory records. 





GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS 


Now available with this Progressive California Company in 
connection with its plan to establish Direct General Agencies 
in Houston, Dallas, and other large cities in that field. Very 
liberal contracts and fine line of policies. 
being considered from men of successful experience and satis- 
If interested write or wire. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 


Applications now 
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| ALA OKIE 1S CUR FIELD 


Willmer L. Moore, President 

















THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 

ized in 1906, has an enviable 
record—21 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
= proposition. = 



































_ Get the facts about what the 
Pilot has to offer General 









bh, POT MOUNTAIN NORTH CAROLINA 
_ THE PILOT 
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We want general agents. 
Name your territory— 
there may be an opening. 


PILOT LIFE 


INSURANCE COMPANY 
Greensboro, N. C. 


A. W. McALISTER 
President 


T. D. BLAIR 
Agency Mgr. 














John Hancock made the 


Signature Famous 
by signing the 
Declaration of Independence 





The Signature has been made 
a household word by the 
John Hancock Mutual Life. 


A Life or Endownment 

Life Insurance Policy 

is the Policyholder’s 
Declaration of 
Independence. 





LiFe INSURANCE COMPANY 


OF BOSTON. Massachusetts 
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THE VERDICT 





 é JUR success as an underwriter depends upon 

the verdict brought in by the greatest jury in 
the world—the American public. For seventy- 
six years the Massachusetts Mutual has been 
building up a nation-wide reputation. Its friends 
are everywhere and are ever ready to testify to 
the efficient service that it always renders. There 
is no better company to buy from and none better 


to represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 

















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half of insurance in force 























This At Home 


Much of your nervousness, your 
fatigue and your backaches, your 
“rheumatic” pains and the possible 
poisoning that comes from intestinal 
sluggishness, often may be traced to 


faulty posture. 














Your heart, lungs, stomach, kidneys, 
liver—working machinery of the 
body—are meant to be free and un 
crowded. 


When you “stand tall” and hold your 
spine straight, these organs have suf- 
ficient room to carry on their work. 


When you slump over with rounded 
shoulders or spine curved in at the 
Waist, you squeeze the organs to 
gether. The free action of your heart 
is threatened. Your stomach and 
liver cannot do their work so well. 
The kidneys may be forced out of 
place. Your blood cannot circulate 
so freely—some parts of your body 
may get too little blood, others too 
much. 
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touch the wall with the back of your head, shoulders, hips 
alk When your chest is contracted your 
lungs cannot expand. Shallow breath 


» the two knobs of a door « very of your spi ing starves your blood for the life- 


ul 


i] loser ; fii ; . 
ouch the edge of th : giving oxvgen which every part ol 
Or touch the wall only with chest and s, then sl back and hol vour body must have 


our body in the same position? 


Vow stand naturally and ask some candid of the fami Phe first lesson in singing, in public 
whether or not you stand correctly with head 
straight, shoulders flat, abdomen in, weight on th speaking, and in ath- 
letics is correct posture 
HY stand straight? For bet- But there is more than that to be 

ter appearance? Yes, partly. gained from good posture. A straight 

For added poise and dignity? — body, carried correctly, gives one bet- 2 

That also. For the stimulating ter health and added strength—it fre- to have a perfect figure 
effect upon self-confidence and cour quently corrects physical troubles that to stand or sit properly. 
e?—Still another valuable benefit no amount of medicine will cure. But a perfect body can 


to insure deep breath- 


ing. It is not necessary 


ag 
But—most of all—because erect pos Those headaches of vours, those be ruined by bad pos 
ture is an immediate tonic with no — spells of indigestion, that dreadful — ture 

bad after-effect. Gcood Posture makes feeling of depression—that the world 

me feel more buoyant, gives a phys is against you-—may easily have re 

ical sensation of freedom and ease im sulted from the way in which you are Stand tall-—stand cor- 
the body carrying yourself. rectly stand straight. 
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Progressive Boards of Education, all over the country, rec- In the oe — Sy Metropolitan Life Insurance Com- 

' rly during study hours pany striking ysical improvement among our emp!'oyees 

Y -oacmee i p cen Rigel nadir Bo tes and has been brought about by our Dierctor of Posture. Bent 

eee — a , , : bodies have been straightened. Headaches and other ail- 

chairs which do not permit the child to sit straight. Posture ments of obscure origin have been made to disappear. Low 

is taught in the daily calisthenics classes. Fatigue and mal- spirits have been raised. Learning how to stand and sit 
nutrition are guarded against, as frequent cause of bad correctly has added to health and happiness 


ture. : 
— A valuable booklet on the subject of posture has been pre- 


Magazines and newspapers, more and more, are urging their pared and one copy will be mailed free to each person re- 
readers to learn not only the advantages of correct posture, questing it. Send for “The Importance of Posture.” 
but also the dangers that attend bad posture. HALEY FISKE. President 
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